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KEEPS PROFITS HIGH VIA OHI JOBS — page 45 
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The DODGE 
Aluminum 

Awning Window 
is 


v factory assembled 


7 factory adjusted 
dv factory glazed 





Takes no technician to install the Dodge 
Window. It’s ready for framing right from 
the carton. Once in, this durable, 
weather-tight window will make the 
opening as secure as the wall. Permanent, 
beautiful and precisely engineered, Dodge 
is the ideal awning window. 


Dodge WIRE CORPORATION 


249 Spring Street, S.W., Atlanta, Georgia * JAckson 5-4514 


Manufacturers of aluminum screen cloth, frame and tension screens, awning windows and jalousies 


Manufacturing Plants: Atlanta, Georgia e Covington, Georgia 
Warehouses: Atlanta,Ga. e Charlotte, N.C. 


Please send full information and prices on the 
Dodge Aluminum Awning Window [] Dodge 
Jalousies [] Dodge Aluminum Frame and Tension 
Screens [] Dodge Aluminum Screen Cloth [ ] 





Name___ : Bie gar, 
Firm z 
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U.S. Pat. 2,232,786 
Other U.S. and Foreign 
Patents Pending 
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PRESTAINED CEDAR SHAKES 


A 


INSULATED BACKER BOARD 


CASH IN ON 


with Shakertown GLUMAC 


]** WITH BUILDERS ...easy-to-handle, Ist WITH CONSUMERS ... any home 

46%,” wide, Glumac Units apply fast, can be rebeautified and its value in- 
and that means greater profit for the creased with Glumac Units laid right 
builder! over old siding. Economical, too! 


]st WITH ARCHITECTS ....for out. WITH ADVERTISING ... Shaker- 


: . : 4 town’s continuing program of adver- 
standing beauty of design, discerning tising to builders, architects and con- 


architects specify factory stained sumers in publications and through 
Glumac Units every time! the mail creates greater sales for you. 





Send today for details about Shakertown’s promotion program for you! 


TLIE ~ AZADA ‘ 
i imi j OMPANY 
ertown 20310 Kinsman Road + Cleveland 22, Ohio 


FIRST NAME IN CEDAR SHAKES 
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AMES You 
can rely on 





PRODUCTS You 
depend on 


SOUTHERN STATES IRON ROOFING CO. 


Serving the Building Material Trade Continuously since 1914 
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Serving these Dealer Associations 


Associations serving Building Supply Dealers in the 18 Southern and 
Southwestern states — and served by SOUTHERN BUILDING SUPPLIES 


Alabama Building Material Exchange — 519 Stallings Building, Tel. GReenwood 2 94. President: Gene Klein, Amarillo, Tex 
Birmingham 3, Ala. Executive Secretary: Mrs. Mary K. Harless Midi. Aibetic Lunbesme's Aen. 2900 ee 
Tel. 7-3195. President: William Kroh, Birmingham, Ala. Street, Room 1123, Philadelphia 2, Pa. Executive Director: 
Arkansas Association of Lumber Dealers — 727 Pyramid Build- Robert A. Jones. Tel. PEnnypacker 5-5377. President: Frank 
ing, Little Rock, Ark. Secretary: E. DeMatt Henderson. Tel M. Hankins Jr., Bridgeton, N. J. 

8283. President: Reed Gammill, Camden, Ark. Mississippi Retail Lumber Dealers Association — 607 North 
Building Material Merchants of Georgia — 610 Glenn Building, State Street, P. O. Box 1968, Jackson 5, Miss. Secretary- 
120 Marietta Street, N. W., Atlanta 3, Ga. Tel. JA 3-7349. Treasurer: E. B. Lemmons. Tel. 3-2077. President: A. S. Gilbert 
Executive Secretary: Herbert G. Drews. President: E. H. Cham- Jr., Yazoo City, Mi 

bers, Gainesville, Ga. National Retail Lumber Dealers Association — 302 Ring Build- 
Carolina Lumber and Building Supply Association — | 14 Build- ing, 18th and M Streets, N. W., Washington 6, D. C. Executive 
ers Building, Charlotte, N. C. Secretary-Manager: E. M. Garner. Vice-President: H. R. Northup. Tel. NAtional 6757. President: 
Tel. FRanklin 6-1503. President: Ansel Alewine, Taylors, S. C. Paul R. Ely, North Platte, Nebraska. 

Florida Lumber and Millwork Association — 2218 Edgewater Oklahoma Lumbermen’s Association — 815 Leonhardt Build- 
Drive, P. O. Box 7125, Orlando, Fla. Secretary-Treasurer: Mrs ing, Oklahoma City, Okla. Secretary-Manager: W. M. Morgan 
Marie M. Bennett. Tel. 2-3761. President: H. Gray Eckles, St. Tel. 7-0338. President: Ira Crews, Tulsa, Okla. 

Petersburg, Fla. Southwestern Lumbermen’s Association — 512 R. A. Long 
Kansas Lumbermen’s Association — Room 212, Farmers Na- Building, Kansas City 6, Mo. Secretary-Manager: G. Kenneth 
tional Bank Building, Salina, Kan. Secretary: Marvin Van Milliken. Tel. Victor 2265. President: J. W. Dutton, Ponca 
Fange. Tel. 4607. President: Fred Wilbur, Salina, Kan. City, Okla. 

Kentucky Retail Lumber Dealers Association — Knott Building, Tennessee Building Material Association — 711 Broadway, 
Lebanon, Ky. Exec. Vice-President: Donald A. Campbell. Tel. N. E., Knoxville 17, Tenn. Secretary-Manager: R. O. Brownlee 


Tel. 2-0185. President: Harvey Foskett, Gallatin, Tenn. 
Virginia Building Material Association — 3305 Monument Ave- 


74. President: T. W. Yunt, Louisville, Ky. 
Louisiana Building Material Dealers Association — 528 Florida 





Street, Baton Rouge, La. Exec. Vice-President: R. Needham nue, Richmond 21, Va. Secretary-Manager: Harris Mitchell 
Ball. Tel. 2-4080. President: Robert L. Hamilton, Baton Rouge, Tel. 6-1749. President: R. B. Johnson, West Point, Va. 
La. West Virginia Lumber and Builders Supply Dealers Association 
Lumbermen’s Association of Texas — 304 First Federal Savings — P.O. Box 1589, Fairmont, W. Va. State Secretary: Sam H. 
Bldg., Austin 1, Tex. Executive Vice-President: Gene Ebersole. Diemer. Tel. 364. President: Harold Eddy, Clarksburg, W. Va 
SOUTHERN BUILDING SUPPLIES is published monthly by W. R. C. Smith Publishing Company, Atlanta, Ga. Executive and Editorial Offices: 
806 Peachtree St., N.E., Atlanta 8, Ga. Accepted as controlled circulation pub tion at Charlotte, N. ¢ 
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NO HEADACHES... LUST PROLITE. \ 


when you offer 


TENSIONtite | 


SCREENS ~ | 





































There is a jobber nearby who 
will quickly fill your orders for 
standard or special size TEN- 
SION-tite screens. 








Demonstrators . . . folders... 
nmewspaper mats . . . window | 
banners . . . measuring and in- | 
stallation instructions ... clerk | 
training booklets and film, and | 
many other sales aids are avail- 
able through your TENSION- 
tite jobber. 





TENSION-tite is the only screen 
with a built-in template that ac- 
curately locates the position of 
all screws! 


throughout the country who 
have profited from the great de- 
mand for TENSION-tite . . . the 
simplest, most practical screen 
on the market. Call or write 
today for name of nearest jobber. 





RUDIGER-LANG CO. 


Factories in Toccoa, Ga. and Berkeley, Calif. 


INTERNATIONAL TRADE MART 
TUlane 7186 NEW ORLEANS 12, LA. 
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‘BETTER WAY’ 
Shared by Dealers 





BERNER TEAAS 
nm 





Inexpensive Advertising Along Road 


The Burnet Lumber Company in Burnet, Tex., has 
found an easy way to keep its name constantly before 
the people in its trading area. This firm offers ranch 
and farm gates at a special price when it is allowed 
to stencil the simple sales message on the gates. 

As seen above, this message reads: “Sold by Burnet 
Lumber Co. — Everything to build anything — 
Burnet, Tex.” The gates are assembled by the shop 
and yard men when other work is slow. Then, the 
imprinted gates are sold for cost plus 10 per cent. 

“When used along the highway every mile or so,” 
explained Manager Eric Miller, “we find the gates a 
good way to get your name before the people — and 
resultful advertising.” 


Double Display Sells More Stairs 


To acquaint customers with the wide choice of stair- 
way patterns available, the Berryville Lumber 
Company in Berryville, Va., makes use of the two 
displays shown here. They have helped push stair 
sales volume up 20 per cent, according to General 
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Manager John R. Friant. 

The assembled stairway helps the home-planner or 
builder to see how the various stair components go 
together. The individual components are mounted 
separately on the wall panel in background. They 
include different styles of newels, handrails, balusters, 
treads, and risers. 

Explained Dealer Friant, “With such displays, you 
can sell a more attractive job in a higher bracket as 
customers learn there is no standard assembly they 
must buy. Your customer gets a personal satisfaction 
from selecting the one that appealed to him most.” 
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Dealer's Ad Warns Home-Owners 


With this bold three-column newspaper ad, an El 
Reno, Okla., dealer forcefully called the attention of 
local property owners to the high costs and dangers 
of giving contracts for home improvements to out-of- 
town operators. At the same time, the Botts-Hulme- 
Brown Lumber Company made a convincing bid for 
such work for itself as a “home-owned, home- 
operated” enterprise. 

The response in new business and expressed ap- 
preciation from El Reno residents has been most 
gratifying to this dealer. 

Reporting how one “hit and run” operator charged 
a local resident $900 for a siding job, the Botts firm 
said it would have done the job for only $525, and 
explained: ‘“‘A little phone call to 304 would have 
saved this resident $375.” 

The ad copy promised readers the finest of ma- 
terials, carpentry work, and easy terms. 
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... Saves 


} YOU one-half 
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on labor cost— 

just use the complete 
one-piece balance with 
Built-In Weatherstrip 
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| : Jamb Balance No. 600 


Completely Factory 
Assembled 


© Ease of Installation 

© Floating Sash Hanger 
Eliminates Nailing 

© Silent Operation—Springs 
are Flocked to Sound Proof 

© Comes to you balanced 

No additional adjustment 
required in normal installation 

© No service or attention needed 
Corrosion resistant aluminum 

© Always silent, easy to operate 





One-piece 
Construction 








Important 


Features 





Full Weather Protection 
Sash never binds or sticks 


<€ Skee 
SS th 
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Self-adjusting 





: Easy to lock 
oa Fits all standard sash 


Looks new, looks neat 








Full Jamb Coverage 


JAMB BALANCE 
NO. 600 gives full 
jamb coverage and 
is mitered on 14 
degree sill pitch. 
The flexible base 
provides a 
continuous air seal 
that adjusts 
automatically to 
conform with sash 
contraction or 
expansion. Cushion 
flanges provide 
tension adjustment. 


l ’ A DANN RP 


921 Rayner * Phone BR 6-5491 * Memphis, Tenn. 
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Floating 
Sash 
Hanger 
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RANDOM LENGTHS 


Comment on Industry News and Trends 





NOT ONLY LUMBER DEALERS but the reliable 
and ethical home improvement contractors suffer 
from the shady deals and shoddy work done by 
“fly by night” operators in the field of home im- 
provements and repairs. 

To gain favor with home-owners and to better 
establish their own reputation for ethical service 
and prices, a group of Georgia business firms re- 
cently chartered the Home Improvement Contrac- 
tors of Atlanta, Inc. Then they ran individual ads 
above an association advertisement, urging the 
reader to “Buy with Confidence from a Charter 
Member of HICAA.” 

The association ad listed the code of ethics of 
the Home Improvement Contractors Association 
of Atlanta, Inc., and added a membership qualifica- 
tion note: “One of the qualifications for member- 
ship in HICAA is that the firm be an APPROVED 
FHA dealer.” 

The code of ethics is designed — 

“1. To evaluate the materials and methods used 
in the industry, to guarantee you a fair price. 

“2. To constantly improve the character of work 
and labor employed. 

“3. To afford a free interchange of ideas and 
experience. 

“4. To insure you fair treatment in all dealings 
with members of HICAA.” 

Most lumber and building supply dealers can 
offer better service and prices and the same in- 
stallment terms for home improvements that most 
any improvement contractor can offer. The main 
thing they need to do to get more improvement 
business is to advertise their services and reputa- 
tion for good service and value. A “Better Way” 
of doing this is the report on the advertisement 
of an Oklahoma dealer. on page 5 of this S-B-S. 

v 4 vw 
THREE “SPECIAL WEEKS” coming up soon that 
deserve attention from lumber and building sup- 
ply dealers are National Home Week, Fire Preven- 
tion Week, and National Employ the Physically 
Handicapped Week. 

National Home Week is set for September 21-28. 
In many cities and towns throughout the South, 
dealers will participate aggressively in Parades of 
Homes and “open houses” of the newest develop- 
ments and residences. They will identify them- 
selves with modern design and good construction 
values. 

October 6-12 is Fire Prevention Week. This is a 
good time to check on good housekeeping and 
adequate fire protection around a lumber yard and 
store. Some lumber dealers publish advertisements 


urging the public to avoid carelessness that results 
often in costly forest fires. 

October 6-12 is also the time designated for 
National Employ the Physically Handicapped 
Week. While the national hire-the-handicapped 
program is a year-round promotion, this week is 
scheduled to focus the attention of the entire 
nation on the desirability of providing job oppor- 
tunity for the physically impaired. The basic 
theme is that it is a person’s ability and not his 
or her disability that counts. 

Building supply dealers and wholesalers have 
found men with limited physical handicaps quite 
reliable and productive in certain shop, office, and 
store jobs. Handicapped women fit well in certain 
office and sales situations. During 1956, 13.2% 
more disabled persons were established in employ- 
ment under the state-Federal vocational rehabili- 
tation program than in 1955. The goal this year is 
even greater. 

v v —- 

SUPPORT FOR TAX LIEN AMENDMENT came 
recently from the American Bar Assn. It approved 
a resolution recommending legislation to require 
the filing of a notice of a Federal tax lien before 
such lien would become valid as against a me- 
chanic’s lien. The National Retail Lumber Dealers 
Assn. has won this ABA support to correct a lien 
situation that is considered most unfair and in- 
equitable for materialmen. 

Under the present law and court decisions, the 
tax lien becomes effective as against a mechanic’s 
lien when the assessment list is received by the 
Director of Internal Revenue. There is no way for 
the materialman to determine from the public 
records whether there is a tax lien against real 
estate which is being improved. 

The bill proposed by the American Bar Assn. 
would make the state law on mechanic’s liens gov- 
ern the effective date of the mechanic’s lien. The 
bill would except from the amendment Federal 
employment taxes which arise out of the same 
construction project from which the mechanic’s 
lien arose, and certain exceptions as to real estate 
taxes. 

When Congress convenes in January, NRLDA 
and other interested parties will renew efforts to 
amend this Federal law. 

Meantime, building supply dealers, contractors, 
and other concerned businessmen are urged to dis- 
cuss this tax lien proposal with senators and rep- 
resentatives from their states. When the lawmak- 
ers realize the inequity of the present law, they 
should be moved to vote for the ABA amendment. 
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Our Friends and Customers in the Building Industry 
From Albritton Engineering Corporation 


PRODUCERS OF MLENMCO ALUMINUM WINDOWS 


| October 1, 1957, we will transfer our opera- 
tion from Houston to expanded facilities in Bryan, Texas. 
The purpose of this move is to provide us with the 
opportunity to manufacture the finest products more 
efficiently and in greater volume. It will result in lower 
product cost. These savings will be passed along to our 
distributor-dealer organization. 

Improved shipping facilities and a more centralized 
location will allow faster deliveries. 

We will take advantage of the opportunity to develop 
and introduce new lines of windows and add new products 
and models to our present lines of ALENCO single hung, 
double hung, fixed frame, ranch and colonial windows. 


The plant we will occupy will be a model of modern 
production efficiency with straight line output. It has 
approximately 36,500 square feet of production space. 
We are installing substantial quantities of new machin- 
ery—presses, sawing equipment and materials handling 


equipment. We are increasing our personnel. 


In short, within the very near future, production will be 
more than doubled and, later on, enlarged even more. 


MILE CO. 
. e / 

ALBRITTON ENGINEERING CORPORATION 

2501 WROXTON RD. e HOUSTON 5, TEXAS 








FORD D. ALBRITTON, JR. 


Thus, we will be able to meet the ever-increasing demand 


for ALENCO win 


position to acceler 


dows. More than that, we will be in a 


ate this preference. 





There can be only one result—a vastly improved opera- 
tion which means greater volume, profit and other bene- 
fits for all connected with the distribution of ALENCO 


windows. 


PRESIDENT 


New Alenco plant in Bryan, Texas 





The Southwest's only member of the Aluminum Window Manufacturers’ Association 
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SUPPLY and DEMAND 





Freight Rates Hiked; 
Lumber Is Favored 


The Interstate Commerce Com- 
mission authorized increases in 
freight rates on August 6 but they 
are considerably less than the rail- 
roads requested. The authorized 
increases: 

Within Eastern Territory, 14%. 

Within Western Territory, 12%. 

Within Southern Territory, 9%. 

Interritorially between Eastern 
and Western Territories, 12%. 

Interterritorially between South- 
ern and other territories, 9%. 

Hold-downs or maximums were 
authorized as follows: 

Lumber and articles listed in 
tariffs taking lumber rates, 9c per 
100 pounds. 

Building woodwork and mill- 
work, 10c per 100 pounds. 

The increase granted is a total 
increase which includes the earlier 
emergency increases to the three 
territories. Two Southern Territory 
railroads — the Southern and 
Piedmont — did not participate in 
the rate increase requests. 

The Southern railroads that 
were granted increases decided not 
to accept the additional increase 
in freight rates on lumber. This is 
in response to the concerted indus- 
try demand that lumber rates be 
cut 25% — instead of raised — 
if the carriers are to enjoy the 
volume of lumber freight they 
should, without more diversions to 
truck lines. 


Retail and Wholesale 
Sales Trailing 1956 


Sales by lumber and building 
material dealers during the first 
six months this year nationally 
were down 10% from the first half 
of 56. At the same time, sales by 
all retail stores in the nation were 
up 5%, according to the U. S. De- 
partment of Commerce. 

Material sales for the month of 
June were also down 10% from a 
year before. The NRLDA survey 
showed retail lumber sales in June 
down 10.5% from a year before. 
Stocks were up 1% from June ’56. 

Sales by lumber and construction 
material wholesalers were 12% 


less for the first half of ’57 than 
for that part of 56. Sales by all 
merchant wholesalers were 2% 
higher this year than last. 

The wholesale price index for 
lumber and wood products showed 
the effects of reduced sales. It 
stood at 119.3 in July — down 
0.3% from June, and 5.6% less 
than a year before. 


Housing Starts Drop; 
Other Bldg. Strong 


Housing starts in July were esti- 
mated at 96,000 non-farm units by 
the U. S. Bureau of Labor Statis- 
tics. This was a decrease of 9% 
from July ’56 and the lowest July 
figure since 1951. Nevertheless, it 
represented an annual seasonally- 
adjusted rate of 980,000 units. 

Units started during the seven 
months to date were 12% below 
the total for that portion of ’56. 

Construction contracts for the 
first six months of ’57 nationally 
totaled $16,958,005,000 — up 5% 
from the comparable °56 period, 
F. W. Dodge reported. June con- 
tracts were up 10% from a year 
before. 

For six months, non-residential 
building contacts were up 5%, and 
residential building contracts were 
down 5%. The number of housing 
units involved were down 11%. 

For the first six months, the 
residential building contract score 
by states in comparison with the 
first half of 1956 was as follows: 
Georgia, up 2%; Kentucky, up 
30%; North Carolina, up 31%; 
Virginia, down 11%; Oklahoma, 
down 6%; Kansas, up 20%; Louisi- 
ana, up 29%; Mississippi, up 43%; 
Florida, up 11%; Missouri, down 
9%; Tennessee, down 11%; Arkan- 
sas, up 76%; Delaware, up 4%; 
Maryland, down 16%. 


Lumber Output Off, 
Shipments, Sales Slow 


Lumber shipments for the week 
ended August 10 were 5.5% below 
output, and new orders at the 490 
reporting mills were 2.1% below 
production, according to the Na- 
tional Lumber Trade Barometer. 

Lumber production for the week 


was 90% of the corresponding 
1956 week. Shipments, however, 
reached 98% and orders reached 
97% of the ’56 records. 

For the year to date, shipments 
were 1% above production. New 
orders were 1.8% ahead of output. 
Production compared to the ’56 
period was down 7%. Shipments 
were down 6%, and orders were 
off 4%. 


Small Homes Council 
to Do Roof Research 


A research grant of $17,425 for 
continuation of the Small Homes 
Council’s studies on building com- 
ponents has been given to the 
University of Illinois by the Lum- 
ber Dealers Research Council. 
Emphasis will be placed on devel- 
opment of an improved roof fram- 
ing system using pre-assembled 
panels. 

Research of the Small Homes 
Council has developed roof-truss 
designs, pre-assembled exterior 
wall panels, floor panels, and par- 
tition panels, all of which can be 
used for houses of almost any 
design whose measurements are 
modular (all dimensions divisible 
by four inches). 

Its work on wall, floor, and par- 
tition panels was done on previous 
grants made to the university by 
the Lumber Dealers’ Research 
Council, a non-profit organization 
of independent retail dealers. 
Through these panels, it is point- 
ed out in the one-year research 
contract, the Small Homes Council 
made “a definite advance in the 
speed and economy of residential 
construction. It is believed that 
an equal advance may be made 
through the study of pre-assem- 
bled roof and ceiling panels.” 


Glass Prices Cut 


Last month, manufacturers an- 
nounced reductions in the prices of 
heavy sheet glass and thin glass 
for homes and offices. Single- and 
double - strength window glass 
prices remain the same. 

Producers said they cut prices on 
the heavy and thin sheets to com- 
pete with foreign imports. 
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Wm. CAMERON & CO. says... 


“We have sold over a-million-and-a-half IDEAL All-Wethr window 

units — considered by the trade one of the outstanding double hung window 
units on the market. From our experience we know UNIQUE BALANCES 
play an important part in making our unit a top quality product. These 


window units have helped many builders sell their homes.” 


ORDER THESE QUALITY WINDOW UNITS FOR YOUR NEXT JOB. You can have overnight service through 
19 Cameron Wholesale Warehouses in almost all parts of the Southwest. 


UNIQUE BALANCE 
41 MAGEE AVENUE + STAMFORD, CONNECTICUT 
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Stock up on Republic BLUE 


ke Ory Stantard Channel Type 
Roofing that can be nailed on all 
2 V's for extra holding power in 
severe winds. 


















































All types and sizes of Galvanized barbed “Precision Wound” Full line of welded and 
high-quality nuts and wire in five popular automatic baler wire weldless chain, 
bolts. styles. to fit all popular balers. 





neeestic 


Wanufactired ute South for 


SOUTHERN STEEL PLANT—GADSDEN, ALABAMA 
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RIDGE Steel Roofing! 


/he Opby Rooting Sheet with all of these Selling Points. 


No other roofing sheet has all these advantages— 


@ BLUE RIDGE matches up and can be applied 
with any other V-crimp or standard channel type 
roofing. 


@ BLUE RIDGE has all the leakproof features— 
channelsat side laps and non-siphoning rib stiffeners 
at end laps. 


@ BLUE RIDGE is heavily galvanized steel (meets 
A.S.T.M. Spec. A-361-55T) manufactured in 29, 
28, 26 and 24 gages. It can be applied over wide 
spaced nailing-purlins (as much as 30 inches apart) 
eliminating costly solid decking. 


@ BLUE RIDGE is fireproof, vermin proof and rot 


proof. It can be used for siding as well as roofing. 
@ CONTACT YOUR LOCAL DISTRIBUTOR 


@ Stock up on other Republic products in heavy 
demand for Southern farms and homes. 








Farms and Homes 


ys J Une 


—advertising and merchandising 
Free to help you sell. 


i® 


FOR 
i FARMYARD, | 
: ; FIELD AND 


Acomplete range Flexible plastic pipe Woven wire fence in 


of wire nails, for wells, stock water- all widely used styles 
ing, and irrigation. and sizes. 





REPUBLIC STEEL CORPORATION 
DEPT. 4503 
3226 EAST 45TH STREET ¢ CLEVELAND 27, OHIO 


Please send me Dealer Promotion Kit, including informa- 
tion on other Republic farm products. 


Name. 


GENERAL OFFICES—CLEVELAND, OHIO 
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For Dealers, Wholesalers and Manufacturers 





Congress on Better 
Living to Be Held 


As a guide to the further 
development and expansion of 
America’s multi - billion dollar 
homebuilding and homefurnish- 
ings industries, spokesmen for 
American families will meet in 
Washington, D. C., at the Con- 
gress on Better Living, October 
9 - 11. At the Shoreham Hotel, 
they will discuss the things they 
really want in their homes today 
and tomorrow in line with the 
changes in the nation’s living pat- 
terns. 

The congress is successor to the 
Women’s Congress on Housing, 
instituted last year by the Federal 
government’s Housing and Home 
Finance Agency. Newly named 
and sponsored by McCall’s mag- 
azine with the cooperation of the 


O. H. STOREY JR. has been appoint- 
ed product manager for gypsum prod- 
ucts of the Flintkote Co. For the past 
seven years he has been technical 
service manager for the Gypsum Assn. 
Prior to 1950 he was president and 
general manager of Steel & Roof 
Structures of St. Louis and Memphis. 
Before that he was with the U. S. 
Gypsum Co. as a salesman and archi- 
tectural representative. Storey’s head- 
quarters will be in Ennis, Tex. 


Federal 
continued as 
service event. 

A representative cross-section 
of 100 women have been selected 
as delegates to the Congress on 
Better Living. These delegates 
represent families whose incomes 
range from $4,000 to $9,000 and 
who are also representative from 
the standpoints of geographical 
location, age, education, home- 
ownership, husbands’ occupations, 
children. The delegates were se- 
lected because of their demonstrat- 
ed grasp of family problems as a 
result of their participation in 
McCall’s home contests and their 
knowledge of numerous physical 
problems within the household, 
such as room redecorating and 
remodeling. 

Important changes, which will 
establish a balance between the 
home and the newly-broadened 
living pattern of American fami- 
lies today, are expected to result 
from the information developed 
at the congress, according to Otis 
L. Wiese, editor and publisher of 
McCall’s. 

Sessions during the three days 
will be devoted to a wide range 
of subjects related to finding out 
what families really want and 
need most in their homes of to- 
day and tomorrow. Panel and dis- 
cussion methods will be used as 
the means for exploring and ac- 
quiring the thinking and reactions 
of the representatives. 

A special session on housing, 
during the third day of the con- 
ference, will be held under the 
auspices of a group of leading 
trade associations, organized as 
the Women’s Housing Congress, 
Inc. 

Association members of the 
Women’s Housing Congress, Inc. 
include the Portland Cement 
Assn., Copper & Brass Research 
Assn., National Assn. of Plumbing 
Contractors, and the Better Heat- 
ing-Cooling Council. These groups 
form the executive committee of 
the Women’s Housing Congress of 
1957, Inc. Franklin Greene, execu- 
tive director of the Better Heat- 
ing-Cooling Council, is chairman 
of the executive committee. 


government, it will be 
an annual public 


Exposition Features 
‘Sales Builder’ Store 


“The 1958 Sales Builder Store” 
will be featured at the 1957 Build- 
ing Products Exposition of the Na- 
tional Retail Lumber Dealers Assn. 
in Philadelphia, November 4-7. 
This exposition feature is being 
developed by Phil Creden, mer- 
chandising manager of the Edward 
Hines Lumber Co. of Chicago. 

Covering 5,400 square feet, the 
store will be a iife-size course in 
retail merchandising methods. It 
is to be an exact copy of an actual 
building supply store’ recently 
opened in a Midwestern city. It will 
contain the same brands as are 
displayed in that store and the 
same quantities of each, thus il- 
lustrating sound merchandising 
balance. 

Its design will express a new 
concept of store layout involving 
lumber, building materials, and 
hardware, and will provide the 
customer with a one-stop pur- 
chase of all three. 

Question-and-answer clinics on 
merchandising methods will be 
held in an adjacent meeting room 
on two mornings during the ex- 
position. The owner of the original 
store and his manager will be on 
hand, together with Chairman 
Creden and other merchandising 
authorities, to answer dealers’ 
question about the store. 


PC Offers TV Show, 
“Building America” 


To carry the story of the nation’s 
largest industry to the American 
people for the first time via tele- 
vision, the Producers Council is 
sponsoring a filmed documentary 
series entitled “Building Ameri- 
car” 

The program on construction is 
planned for showing by over 200 
television stations with an esti- 
mated weekly audience of 7,500,- 
000. It will be distributed through 
the Public Service Network of 
Princeton, N. J., for local com- 
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Continental Oil Company stations 

with Corrulux canopies are traffic-stoppers. Conoco 
has completed or is building 12 such stations 
and others are planned for early 

construction ... Designed by 

Conoco’s architects. 








Conoco & Corrulux 
create a roof that 
transmits light... 


...and protects from weather, too 


Employees and customers alike appre- 
ciate Corrulux canopies —to shelter 
and shade — while transmitting soft 
shades of diffused light. These glass 
fiber reinforced plastic panels are 
amazingly strong—yet light in weight. 


Corrulux has a place in your plans — 
for skylighting, partitions, paneling, 
curtain walls. Varied corrugations — 
Wide color range. Complete specifi- 
cations on request or see your Sweet’s 
File. Fire-retardant Corrulux is avail- 
able with Underwriter’s Label and 
Factory Mutual Approval. 


® 
Drive Thru Markets get double-duty, too, with Corrulux \ orrusux 
canopies to protect their “stay-in-the-car” customers while 


transmitting flattering light to all food display racks.... Corrulux Division, -O-F Glass Fibers Co. 
Designed by W. G. Horn, Mecca Engineering Company. Dept. G, P. O. Box 20026, Houston, Texas 





mercial sponsorship or as a public 


service of local television stations. 

The program will be a docu- 
mentary film lasting 30 minutes. 
Each film will include four 5- 
minute industrial type pictures 
depicting a building product. A 
3-minute editorial-interview with 
a leading member of the building 
industry will be a high point of 
each film. Three 1-minute public 
service announcements will be 
available to dealers or distributors 
locally. 

“Through public service,” ex- 
plained Fred M. Hauserman, presi- 
dent of the Producers Council, 
“we hope to make people aware 
of how the big $50-billion con- 
struction industry is serving them. 
At the same time, we feel that 
the TV series will be of direct 
benefit to architects, builders, dis- 
tributors, and other segments of 
the building industry.” 

Production and distribution costs 
of the “Building America” docu- 
mentary films are being borne by 
participating members of the Pro- 
ducers Council. It represents near- 
ly 200 building material and equip- 
ment producers and associations. 


H. A. KELLEY has been appointed 
sales manager for the asphalt saturat- 
ed paper and felt division of Protec- 
tive Papers, Inc., Union, Ill. Kelley 
joined the firm in 1952 as sales rep- 
resentative for the Midwest. His divi- 
sion has added a new line of reinforced 
papers with up to 108-in. roll widths, 
the products of a recently completed 
$250,000 plant addition. 


RPAOVING UP 
im the industry 





Union Lumber Co. ... C. RUSSELL 
JOHNSON has been elected presi- 
dent of this San Francisco firm. 
Formerly executive vice-president, 
Johnson succeeds his father, the 
late Otis Russell Johnson. JOHN H. 
GRAY was elected vice-president 
in charge of operations: Dr. NIcHo- 
LAS V. POLETIKA has been appoint- 
ed director of research and devel- 
opment, with headquarters in the 
Union Plant at Fort Bragg, Calif. 
Formerly director of research for 
the Timber Engineering Co., 
Poletika is a renowned authority 
in the field of forest products re- 
search. 


Porter-Cable Machine Co. rare 
WALTER COLEMAN has been ap- 
pointed sales promotion manager 
of this Syracuse, N. Y., manufac- 
turer of portable tools. Coleman 
was formerly vice-president and 
general manager of Porter-Cable 
Power Tools, Ltd., the Canadian 
subsidiary. He has been associated 
with the company five years. 


Fenestra, Inc... . ROBERT W. GRIF- 
FITH has been appointed advertis- 
ing manager for this Detroit build- 
ing supplies manufacturer. Active 
in advertising and sales promotion 
since 1945, Griffith was product 
advertising and public relations 
manager for the U. S. Gypsum Co. 
prior to joining Fenestra. 

Thor Power Tool Co. ... WILLIAM 
J. McGraw has been appointed 
manager of this firm’s electric tool 
sales division, with headquarters 
in Chicago. Manager of the New 
York branch since 1951, McGraw 
joined Thor in 1946 as an electric 
tool engineer. 


Veach-May-Wilson, Inc. ... HENRY 
D. ANDERSON has been appointed 
sales manager for this Alcoa, 
Tenn., lumber and wood parts 
manufacturer. Anderson has had 
extensive experience in this phase 
of the industry. He succeeds R. M. 
Lindsey who recently retired after 
40 years of service. 


The Philip Carey Manufacturing 
Co... . GEORGE C. FUGETT has been 
named assistant merchandising 
manager of this firm’s building 
products department at Lockland, 
Cincinnati, Ohio. Fugett joined 
Philip Carey in 1948 as a sales 
trainee. Prior to this new job, 
he was merchandising manager of 
the paint department. 


WILLIAM B. DITTO JR. has been 

appointed Eastern sales representative 

for Plywood Ine., Dillard, 

Ore. With headquarters in Manasquan, 

N. J., Ditto’s territory includes Dela- 

ware, Virginia, West Virginia, North 
and South Carolina. 


Service, 


Penn-Dixie Promotes 
Hensley and Matheson 


MATHESON HENSLEY 
PENN-DIXIE CEMENT Corp. has 
appointed Donald L. Hensley gen- 
eral sales manager, and E. Carl 
Matheson assistant general sales 
manager. 

Hensley joined Penn-Dixie in 
1942 in Boston. He was transferred 
to the New York sales office in 
1946, was first made district sales 
manager, and later assistant gen- 
eral sales manager. He is a Uni- 
versity of Pittsburgh graduate. 

Matheson joined the company in 
1937 as assistant district sales man- 
ager in Boston. He was named dis- 
trict sales manager in Rochester in 
1939, and subsequently served in 
the same capacity in Boston and 
New York. He is a graduate of 
Penn State. 
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FHA Cuts Down-payments, Hikes Interest Rate, Sets Discounts 





IN RESPONSE to public demand vary regionally and in no case will 
and in line with the provisions of DISCOUNT LIMITS exceed 2% points, FHA Commis- 
the Housing Act of 1957, the VA1 FHA 2. sioner Norman P. Mason an- 
Federal Housing Administration on STATE nounced. The VA established per- 
August 6 put into effect the lower Alabama 9514 98 missible discounts on GI home 
down - payments authorized by Arkansas 95 98 loans, ranging from 2% to 5% 
Title I on FHA-insured home Delaware 9612 9814 points according to locality and 
District of Columbia 961% 9814 amount of down-payment. The 


mortgages; increased the maxi- Florid 953 jm 
rum permissible interest rate on naar 773 allowable discounts by states are 
Georgia 9514 98 


them to 54% from 5%, and im- Ps tabulated at left. 

; Kansas 95% 98 4 : . . 
posed discount controls on such a 9514 Commenting on this chain of co- 
mortgages. . ae 95 ordinated actions, Administrator 

At the same time, the Veterans Maryland 961% 6 Albert M. Cole of the Housing and 
Administration and the Federal Mississippi 95% Home Finance Agency said: “It is 
National Mortgage Assn. took re- Missouri 95 ¥2 expected that these actions wil] 
lated actions. VA announced a North Carolina 93% facilitate the flow of available 
schedule of maximum allowable pao — pn mortgage investment funds into 
discounts on VA-guaranteed home Ten hence mtb the financing of lower - priced 
mortgage loans. FNMA sharply ong jan 7 homes and thereby make it easier 

: ° 4 exas 2 : ; pk 
revised the price schedule at which Virginia 951% 98 for American families in the lower- 
it would buy VA and FHA mort- West Virginia 95 98 and middle-income groups to pur- 
gages in the secondary market. 1 Add 142% for loans with down-pay- chase homes.” 

The new FHA down-payments ments of 10% or more. Fanny May’s new schedule of 
are 3% of the first $10,000 value, 2 Discount limits apply only to appli- prices range from par to 98 for 
plus 15% of the next $6,000, plus cations carrying new 514 % interest 5%% mortgages, from 98 to 96 for 
30% of the excess with a $20,000 _ Fate. » a ve 5% mortgages, and 94 to 92 for 
maximum mortgage. a Subtract 2% on Section 213 sales 4%2% mortgages. FNMA will issue 

The maximum discounts allow- aa standby commitments at 94 for 
able on FHA-insured loans will 5%°> mortgages, 92 for 5% mort- 





For 5/32” Material 
Outside Corner 


ey 
it 
a © 
As 


: 
f-1-2°—4 


Trim ond Ses Inside Corner 


Your choice of aluminum or stainless steel mouldings 


METAL MOULDINGS are expertly designed and precision manufactured. 
You are assured of the finest quality workmanship 


QUALITY PRODUCTS when you use LOXTRIM products for all of your 
AT COMPETITIVE PRICES moulding requirements. 


COLUMBIA, CHAMBLEE, on 
GA 


Ss. C. : TEXAS 
The LOXCREEN Company Airport Road Old Peachtree 9008 Chancellor 
P. O. Box 5133 Road Row 
Telephone P. O. Box 247 P. O. Box 10427 
ALpine 6-0778 Telephone Telephone 


Write now for catalog and price information. GLendale 7-6394 Fleetwood 


Imsist ors LoxXfecreen Products 
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bebe be be beds be pe pe Pepe De be | be De De De Ds Be be De De Pe Ded 


ELECTRIC ——_ eG 3/18" DEFORMED 
BUTT WELD SIDE ROD 


ACTUAL # TRUSSED EXTRA HEAVY 


z 
u 


DESIGN 
size < + DUR-O-WAL 


AW/AULS 


RIGID MASONRY 
WALL REINFORCEMENT 


Mechanical bond every 8 inches of wall... Two mortar 
locks at each weld... Electric butt welds place 
~ - egies fe , all rods on a single plane; make possible 
Mase Then S000 > uniform mortar joints... 
Dealers stock Dur-O-wol re, Trussed design causes side rods 
‘ Zs thy ny to work together... yey ert 

ae Al, Pe . ta ASTM std. A-82-34 for hig 
nl feet by res) tensile steel . . . 6-inch lap at 
per bundle splices develops continuity and 
maintains reinforcing strength 
een, cn . . . Deformed side rods for 

What an X-ray would maximum bond strength. 


-O- D CAVITY 
show where Dur-O-waL BOND Pt CAvit 











is used in 
every second 
course 16" c. toc 


WALL 


SELECTION TABLE 
Wall Thickness 4in. é in. 8 in. 1Oin, I2in, I3in, 


Extra Heavy Dur-O-wal 6-EH 8-EH 10-EH 12-EH 13-EH 
er. (er Wane He. Ths: oncceace 247 Ib. 250 lb. 257 1b. 266/b. 276 ib. 262 Ib. 


Standard Dur-O-wal 4-S 6-S 8-S 10-S 12-S 13-S 
caer SO Ma. . nccnence 178 lb. 180lb. 187 lb. 196 1b 207 1b. 212 Ib. 


Furnished in either bright basic or galvanized steel. Specify Drip Section 
Dur-O-waL for Cavity Walls. 


NOTE — In determining whether to specify Standard weight or Extra Heavy 
weight Dur-O-waLl, comparisons in following table should be properly 
evaluated: 


Weight Ibs. Surface bond Number of 


tensile steel orea—sq. in. 
per lin. ft per fin, ft, GkS per 


Standard weight Dur-O-waL 11.18 3 
Extra Heavy Dur-O-waLl . 14.14 3 


a 


the Backbone of Steel for EVERY masonry wall 


Phone, wire or write Dept. 3-B for 
additional information about Dur-O-waL 
Dur-O-wal Div., Cedar Rapids Block Co., CEDAR RAPIDS, IA. Dur-O-wal Prod., 
Inc., Box 628, SYRACUSE, N.Y. Dur-O-wal of Ill., 119 N. River St., AURORA, ILL. 
Dur-O-wal Products of Ala., Inc., Box 5446, BIRMINGHAM, ALA. Dur-O-wal 
Prod., Inc., 4500E. Lombard St., BALTIMORE, MD.. Dur-O-wal Div., Frontier Mfg. 
Co., Box 49, PHOENIX, ARIZ. Dur-O-wal, Inc., 165 Utah St., TOLEDO, OHIO 
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gages, and 90 for 4%% mortgages 
under its secondary mortgage 
market operations. 

The FHA took two other actions 
to ease the buyer’s out-of-pocket 
costs in getting an FHA-insured 
mortgage. Now the first annual 
mortgage insurance premium will 
be deferred and the buyer will 
have to pay only one month’s 
premium. Now mortgages not in 
excess of $15,000 will be handled 
on $50 multiples. Previously mort- 
gages had been handled in $50 
multiples under $10,000 but in 
$100 multiples over $10,000. Since 
most houses now cost between 
$10,000 and $15,000, this will per- 
mit the buyer to get a larger loan 
—and reduce the amount he would 
have to pay at closing. 

FHA also increased the maxi- 
mum mortgage amount on Sec. 203 
(i) low-cost housing in rural and 
non-urban areas from $6,650 to 
$8,000. Lenders are authorized to 
receive an additional service charge 
of % of 1% on such mortgages. 
This provides lenders with the 
equivalent of 5% % return on such 
home loans. 

Here is a summary of the FHA 
regulations covering fees, charges, 
and discounts on FHA-insured 
mortgage loans: 

1. Amendment of an application 
that was pending or a commitment 
that was outstanding on August 6 
to provide for the new lower down- 
payment does not subject the case 
to discount control unless the 544% 
interest rate is used. 

2. Initial service fees (not to be 
confused with mortgage discounts) 
which may be charged to the mort- 
gagor are continued as heretofore; 
i.e., 1% on existing construction or 
2%% where the lender advances 
construction funds to mortgagor. 

3. The builder, seller or pur- 
chaser and the lender must certify 
as to the following maximum fees, 
charges and discounts permitted 
under the new regulations: reason- 
able and customary fees and ex- 
penses for closing; discounts in 
accordance with a schedule which 
may be revised from time to time; 
escrow funds for taxes and _ in- 
surance; reasonable commitment 
fees (for which approval of the 
local office must be obtained); and 
construction loans not to exceed 
6% interest (plus 2%%_ initial 
service fee, as above). 

4. The regulations do not make 
specific provision for “standby” 
agreements, but these can be used 
where listed in the certificate 
the builder must file with FHA. 


Alenco Window Plant 
Moves to Bryan, Tex. 


The Albritton Engineering Corp 
manufacturer of Alenco aluminum 
windows, will move from Houston 
to Bryan, Tex., on October 1. 

President Ford D. Albritton J: 
said the purposes of the move ar‘ 
to provide the company with op- 
portunity for greater volume, to 
lower costs, and to add new Alenco 
products. 

“We expect to double our present 
output within a short time afte 
the beginning of operations in 
Bryan,” Albritton said. “This will 
permit us to meet and accelerate 
demand for our windows and to 
effectuate important savings. Cost 
reductions will be passed along to 
our distributors and dealers.” 

The new plant will contain 36,- 
500 square feet of production 
space. 

Albritton Engineering produces 
two full lines of Alenco aluminum 
windows. They include single- and 
double-hung, picture and ranch 
styles, in a full range of sizes. 

The company was organized in 
1953 to produce jalousies. It is the 
only Southwestern member of the 
Aluminum Window Manufacturers 
Assn. Albritton is a member of that 
body’s board of directors. 


SANFORD CALHOUN of Vidalia, Ga.., 
has been appointed Southeastern sales 
manager for the Panelboard Manufac- 
turing Co. of Englewood, N. J. Cal- 
houn previously represented the com- 
pany in the Georgia and Alabama 
area. He has established a district sales 
office in Vidalia. 
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Hoppe Heads New M & O 


Ad and Promotion Dept. 
GERALD F. HOPPE, formerly 
promotion manager for 
Mando’s Insulite division, has 
been appointed manager of the 
new advertising and promotion 
department of the Minnesota and 
Ontario Paper Co. in Minneapolis 
by Paul A. Mahony, vice-president 
in charge of sales. 

At the same time, Hoppe an- 
nounced the promotion of Ralph 
H. Rodlun as assistant manager 
of the new department. Rodlun 
had been assistant advertising 
manager. 

Hoppe joined Mando in 1939 as 
advertising manager. He was 
transferred to the Insulite division 
in 1949. A graduate of the Uni- 
versity of Minnesota and the St. 
Paul College of Law, he has had 
over 28 years’ experience in ad- 
vertising and sales promotion. For 
15 years he has appeared on build- 
ng-supply convention programs 
throughout the nation. 


sales 


Custom Kiln-Drying 


The Atlanta Oak Flooring Co. 
announces custom kiln - drying 
service for any lumber firm wish- 
ing to have lumber dried in At- 
lanta, Ga., in transit or for final 
delivery in Atlanta. The AOF plant 
s served readily by all railroad 
lines that reach the Atlanta area. 

Donald L. Bosshardt is in charge 

the custom kiln-drying service. 
He said AOF will handle surfacing 
and matching on any lumber dried 
in the modern kilns and efficiently 
stacked by an automatic stacker. 
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...Stock |TENSULATE| mineral wool 





and perlite for faster sales 


.. Satisfied customers 


Join the progressive dealers who handle Tensulate mineral wool 
and perlite—who take advantage of mixed shipments of both products and 
get fastest delivery in the South—truck shipments to many southern areas. 
Tensulate spun mineral wool, equal or superior to any insulation 
in values delivered, is furnished as pouring wool, in full-thick, 
semi-thick or nominal batts, fully paper enclosed or aluminum foil reflective. 
Tensulate perlite is the lightweight aggregate contractors prefer 
for both concrete and plaster. Special aggregate also available 
for transit-mix operations. 
For the finest quality ...the fastest delivery ...the highest sales and 
profits, stock and sell Tensulate brand building materials. 


















































Tensulate spun mineral wool, batts or pouring wool, Tensulate perlite, for plaster or concrete, available 
delivers maximum va/ue. for transit mixer use as well. 


aa 
/ 


TENNESSEE Ge, "*™"* me 


NASHVILLE. TENNESSEE 





A Division of the Chemical. Paint gnd Metallurgical Department of Merritt- Chapman and Scott Corporatien 
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Hoo-Hoo Fraternity to Convene in Atlanta 


MORE THAN 700 lumbermen and 
their wives from throughout North 
America are expected to invade 
Atlanta, Ga., September 15-18, for 
the 66th annual convention of the 
International Concatenated Order 
of Hoo-Hoo. All business and many 
social events will be held at the 
Dinkler Plaza Hotel, with Atlanta 
Hoo-Hoo Club No. 1 serving as hosts. 

Streamlined jurisdictional re- 
ports, a panel discussion on club 
youth activity projects, and Dixie- 
flavored entertainment will be in- 
novations at this Hoo-Hoo con- 
clave. 

General Convention Chairman 
Sam E. Houston Jr., 56210, will 
preside at Monday’s convention 
sessions. Ladies will join their men 
for a Southern brunch at 11:39 
Monday. The visitors will be wel- 
comed to Atlanta by Alderman 
Jesse Draper. Clifford H. Schorling 
of Kansas City, 45533, snark of the 
universe, will respond. The brunch 
speaker will be the ‘Mayor of 
Peachtree Street,’ Ernest Rogers, 
columnist for the Atlanta Journal. 

With the degree team in Con- 
federate uniforms, the concatena- 
tion — model initiation ceremony 
— will be held Monday at 4:09 
p.m. Then the ladies will join the 
Hoo-Hoo members for a cocktail 
party and the Dixieland dinner and 
show at the hotel. 

The panel session on projects 
will be held Tuesday at 9:29 a.m., 
and a general session will follow 
a Yankee luncheon for the men. 
General Convention Co-Chairman 
William C. Shreve, 54911, will 
preside. The luncheon speaker will 


“Colonel”? Eddie Hill, president-elect of the Atlanta Hoo-Hoo Club, presents the 
gavel for the 66th annual convention of Hoo-Hoo International, set for Atlanta 
September 16-18, to Sam E. Houston Jr., general convention chairman for the 
host club. From left, the group includes “Colonel” Clark Landers Jr., Hill, 
Arrangements Co-Chairman Ed Taylor Jr., Houston, and Entertainment Chair- 
man Ed Addison. Confederate uniforms will be worn by the initiation team. 


be Q. T. Hardtner Jr., president of 
the Southern Pine Assn. and also 
of the Urania Lumber Co. in 
Urania, La. 

Tuesday afternoon the conven- 
tion party will go by bus to Colonel 
Robinson’s Plantation for a real 
Southern barbecue and _ cotton- 
picking square dance. 

Committee meetings will be held 
at 9:09 Wednesday morning, fol- 
lowed by a general session at 
10:39 a.m. Benson M. Jones, 52700, 
president of the Atlanta host club, 
will preside. The final general ses- 
sion that afternoon will be for 


Checking the program of special entertainment for ladies attending the Hoo-Hoo 
convention in Atlanta are Mrs. Jerome Zimmerman, Mrs. Benson Jones, Mrs. 
Ed Addison, Mrs. George Lindley, and Mrs. Cliff Schorling. Mrs. Zimmerman is 
chairman of the Ladies Activities Committee and Mrs. Jones is co-chairman. 
Mrs. Schorling is wife of the grand snark of the universe, from Kansas City. 
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committee reports, elections, and 
convention site selections. 

The Wednesday luncheon for 
ladies and men will be in the form 
of a Southern smorgasbord. The 
speaker will be Stanley Horn, edi- 
tor of Southern Lumberman and 
historian. 

The retiring snark will be em- 
balmed at 3:59 p.m. At a refresh- 
ment reception at 6:09 p.m., mem- 
bers will meet the new snark. The 
convention will be brought to a 
close with a “A Night at Tara,” 
dinner-dance and show Wednesday 
at the Dinkler Plaza. 

A Rebel reception for the “early 
birds” will be held Sunday at 6:09 
p.m. 

Special features “just for the 
ladies” will include a tour of beau- 
tiful Atlanta homes Monday after- 
noon, a luncheon at the Piedmont 
Driving Club and a fashion show 
at Rich’s Tuesday, and a Cyclorama 
tour Wednesday. 

The International Hoo-Hoo Su- 
preme Nine, chaired by Snark 
Schorling, includes Grover G. Per- 
dew of West Hartford, Conn.; C. R. 
Ashton of Royal Oak, Mich.; Ernie 
L. Wales of Spokane, Wash.; John 
T. Silk of Memphis, Tenn.; R. W. 
Scott of Vancouver, British Colum- 
bia; Robert E. Gallagher of Al- 
buquerque, N. M.; Charles H. Greef 
of Amarillo, Tex.; E. J. Gottschalk 
of Duluth, Minn., and S. Eugene 
Madden of The Plains, Va. 
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"EVERYTHING HINGES ON HAGER/: 








C. Hager & Sons Hinge Mfg. Ce. * 139 Victor Street * St. Louis 4, Mo. 
Founded 1849—Every Hager Hinge Swings on 100 Years of Experience 
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Farmers are easy to sell when 


USS AMERICAN 
BARBED WIRE 


Made of low carbon steel and care- 
fully stranded to provide proper 
stretching qualities. Rarbe are sharp, 
firm and uniformly spaced. Heavily 
galvanized to resist rust and atmos- 
pheric corrosion. Won’t crack or peel. 


For more details on above items, use Coupon on Page 66 


USS AMERICAN 
BALING WIRE 


Meets the requirements of automatic 
pick-up balers, Holds bales tight and 
neat, yet bends and ties easily. Coils 
unwind without tangling. No splices 
to jam baler. Easy to load. Water- 
tight cartons for easy, safe storage. 


at & Uo 
av set Re 
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USS GRIPTITE STAPLES 
and TCI WIRE NAILS 


USS GRIPTITE Staples have true 
nail point and a flattened head. 
Have greater holding power. You 
get more staples per pound. Both 
staples and nails now packed in 
easy-to-open, easy-to-handle light- 
weight fibreboard NAIL CADDY. 
100 lbs. net in each caddy. 
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you carry brands they know— 


) USS TENNESEAL V-Drain ROOFING ( j7%! 





) USS AMERICAN FENCE 


_ AND RANCHERS trust a brand they know, especially 
if that brand has proved itself on their own farms or on 
the farms of their neighbors. 

Over 2 million farm buildings have been covered with steel 
roofing made by TCI in the past 31 years. You know the TCI 
brands, USS Tenneseal Roofing and USS Corrugated Roofing, 
must be highly regarded to have established a record like that. 
And there is move USS American Fence in use than any other 
brand. You do not have to push these quality products to your 
customers; they almost sell themselves once their names are 
known. 

Why don’t you let these popular products help you sell your 
customers? Tenneseal Roofing, American Fence and the other 
well-advertised TCI products shown below can help attract 
good customers who value top-quality steel products for their 
farms or ranches. It pays to buy from TCI. 

















TENNESSEE COAL & IRON DIVISION 
United States Steel Corporation, General Offices: Fairfield, Alabama 


District Offices: Charlotte * Fairfield * Houston * Jacksonville * Memphis * New Orleans * Tulsa 


Quality Steel products for the farm 





»USS AMERICAN, = sUNITED STMMES STEEL 


oe , 
| Fanmans ond Renchors || 
' HANDBOOK 


Free for 
Your Customers 


if you stock USS Tenneseal Roof- 
ing and USS American Fence, we 
will furnish you with as many 
copies as you need of the new 
Farmers and Ranchers Handbook 
imprinted with your store name 


Made from true-gauge steel wire that is : oy Ei and address. Just about every- 
heavily galvanized to resist rust and cor- ’ body visiting your store will want 
rosive action of chicken yard acids. Unrolls a free copy of this valuable book- 
like a carpet and stretches up without a let. It is full of interesting infor- 
kink or bulge. Remains straight and true. mation for the farm family. It is 


Made in one-inch and two-inch mesh, also a complete catalog of the 
No. 20 gauge. TCI products you carry. 
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Andersen indowalls are quickly available 
from complete stocks of these distributors: 


ALABAMA KENTUCKY 


Birmingham Sash & Door Co. Birmingham Huttig Sash & Door Co. Louisville 
Weyerhaeuser Distributing Yard Louisville 


FLORIDA 


Huttig Sash & Door Co. Jacksonville LOUISIANA 


Davidson Sash & Door Co. 
GEORGIA Alexandria, Lafayette, Lake Charles 
Huttig Sash & Door Co. Atlanta New Orleans Sash & Door Co. New Orleans 
KANSAS United Sash & Door Co. Baton Rouge 


Rock Island Wholesale Co. Wichita MARYLAND 
United Sash & Door Co. Wichita Morgan Millwork Co. Baltimore 





Andersen Flexivents”® 
add livability to our homes 


says this Baltimore, Maryland building team 


Builders everywhere are turning to An- 
dersen Flexivents. Like the builders of these 
Westbrook Manor homes, they recognize that 
Flexivents are economical, versatile and of the 
highest quality. Best of all, Andersen Flexivents 
give homes extra charm...add that wanted 


livability that helps you close more sales. 

The next time you’re called on to furnish a 
project like this, look into the sales-closing ad- 
vantages of Andersen Flexivents. For more 
information on sales opportunities with Flexi- 
vents, see your WINDOWALL distributor. 


Mal Sherman, Estates, Incorpo- 
rated Vice President and prominent 
Baltimore realtor 

“We sincerely believe in the high 
public acceptance of Flexivents, 
and we know that they make a 
wonderful contribution to the liva- 
bility of our finished homes...” 


Walter E. Crismer, President, 
Estates, Incorporated 

“We have selected Andersen Flexi- 
vents for our home developments 
because they are easy to install, 
have outstanding modern design and 
flexibility . . . we feel that Andersen 
Windows add charm to any home.” 


Fred M. Sachs, Secretary-Treas- 
urer, Estates, Incorporated 

““We have never had a customer 
complaint on any Flexivent in- 
stallation...that means no lost 
time on call-backs. It also speaks 
very well for Andersen’s precision 
manufacture and craftsmanship.” 


QQ ANDERSEN CORPORATION: BAYPORT +» MINNESOTA 


MISSOURI 


American Sash & Door Co. Kansas City 
Huttig Sash & Door Co. St. Louis 


Toombs & Co. Springfield 


NORTH CAROLINA 


Huttig Sash & Door Co. Charlotte 


OKLAHOMA 


General Sash & Door Co. Tulsa 


TENNESSEE 


TEXAS 


Davidson Sash & Door Co 
Huttig Sash & Door Co. Da 


VIRGINIA 


Huttig Sash & Door Co. A? 
Memphis Sash & Door Co 


oxville and Nashville 
Memphis 


{ustin 


as 


Huttig Sash & Door Co. Roanoke 


Morgan Millwork Co. 


lington 








MORE LEADING LUMBER 


KIT CREATES INTEREST, PREFERENCE, SALES. “Right after 

we put up the Penta Guard kit display material, customers 

showed a marked interest in Penta. Now they prefer Penta- 

treated posts and poles to the kind we previously stocked. 

Naturally, this customer acceptance will increase ’57 sales.” 
James T. Sias, Mgr., Home Lumber Supply Co. 
Parsons, Kansas 


DEALERS AGREE... 


= e ? * es *. 
Sel BE Tae he. Bika ss a 


PENTA GUARD KIT AD MATS PAY OFF. “We ran Penta Guard 
kit ad mats for a month. As a result, farmers in this area have 
gotten acquainted with Penta. Ninety per cent of the time, 
they request Penta-treated posts and poles. Of course, your 
wonderful farm magazine advertising has helped, too.” 


J. C. Gillig, Antrim Lumber Co. 
Wellington, Kansas 


PENTA-TREATED WOOD SALES GET UP AND 


Unique promotion boosts sales of posts, poles, lumber 


Here are 4 more of the 
many fine comments we’ve 
received from promotion- 
minded lumber dealers 
who’ve put the Penta 
Guard kit to work in their 
stores to help do a more effective selling job. 
These dealers cite different reasons for liking 
the Penta Guard kit, but they all agree on one 
thing—7t works—to make selling Penta-treated 
posts, poles and lumber faster and easier. 


PENTA GUARD PROMOTIONAL KIT costs you 


nothing . contains window and over-the- 
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wire banners, counter literature and display 
dispenser; unusual fence-post display materi- 
als; envelope stuffers; correspondence stickers; 
radio scripts; ready-to-use advertising mats. 


IT’S ALL YOURS AT NO COST! 
USE THE COUPON—WRITE TODAY! If you are 


selling Penta-treated wood and want a faster 
turnover, now’s the time to write Monsanto for 
your Penta Guard kit. If you are thinking of 
taking on a stock of treated wood, now’s the 
time to do it! Selling Penta-treated wood is a 
good, profitable business. 
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CALLS PENTA GUARD KIT “EXTREMELY VALUABLE.” “Our 


operations have benefited greatly because of the tremendous 
consumer acceptance of Penta-protected wood. The Penta 
Guard kit has been extremely valuable in explaining the uses 
and benefits to our retail lumber customers.” 


Irwin L. Mandel, Harvey, Inc. 
Chicago, Illinois 


GO WITH MONSANTO’S 


Every Penta sale helps you sell related items, 
too—wire, roofing, paint, hardware tools. And 
every Penta sale makes a friend of your cus- 
tomer because you're giving him the biggest 
buy in long-lasting wood today! 


Penta-treated wood resists rot and termites... 
lasts 30 vears or longer... costs less per year 
than untreated wood because it lasts 8 to 10 
times longer... handles easily because it’s clean 
... doesn’t stain hands or soil clothing! 

NEW SALES AID AVAILABLE—‘‘Ollie Gruber and 
the Most in Posts,’’ Monsanto’s new 20-minute 
color and sound movie... the most entertain- 
ing and informative sales aid you’ve seen. Like 
adding another top salesman to your staff! 
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No. 2 in a Series 


SALES UP BECAUSE KIT OFFERS DEFINITE SALES PRO- 
GRAM. “In the | 
Penta-treated posts. 
Guard kit and we 
Sales are increasi 


ist we had no definite program for selling 
You have supplied this with the Penta 
e getting greater customer acceptance. 
ll the time.” 


Earl W. Rutherford, Mgr., Grogan Robinson Lumber Co. 
Great Falls, Montana 


PENTA GUARD KIT! 


For more information 
mail this coupon today. 


MONSANTO 


. cAL COMPANY 


ils Division 


Monsanto Cu 

Organic Chen 

Dept. PLD-2A 

800 N. 12th BI 

St. Louis 1, Missouri 

Please send me (at no cost, of course) 
Complete Penta Guard sales kit 


Full information on 20-min. sound and color movie, “Ollie 
Gruber and the Most in Posts." 


List of treating plants who can supply me with Penta- 
treated fence posts, poles and lumber. 


Nome 

Street 

City 

I am presently 
treated wood 


State 


selling thinking of selling Penta- 


For more details on above items, use Coupon on Page 66 





Mass Swine Plant 
Built of Plywood 


About 100 Midwest agricultural 
leaders recently previewed a 
virtually automatic swine produc- 
tion set-up on the Max Bailey 
farm in Ames, Iowa. 

Replete with radiant heating, 
forced ventilation, automatic feed- 
ing devices, and other labor-sav- 
ing equipment, the set-up doesn’t 
turn out hogs for market at the 
press of a button. But the experts 
did see an operation under which 
two men working with a herd 
of 140 brood sows can produce 
2,400 hogs annually at a profit 
of $5 to $10 per animal. 

The production system that 
makes this possible is housed in 
four fir plywood buildings care- 
fully designed to meet the specifi- 
cations of the much discussed “‘lize- 
cycle” production theories devel- 
oped by Dr. Damon Catron, famed 
Iowa State College swine nutri- 
tionist. 

The occasion was an open house 
held by the Douglas Fir Plywood 
Assn. which sponsored the con- 
struction of the buildings to “dem- 
onstrate the advantages and econ- 
omics of fir plywood not only in 
this kind of livestock housing but 
in general use in farm structures.” 
According to Max Bailey, the 
farmer cooperating in the project, 
the buildings would have “cost 
twice as much with any other 
material.”’ 

Costs were cut sharply in the 
Bailey project by laying out a 
three-stage physical production 
plant consisting of four low-cost 
fir plywood buildings. One func- 
tions as a “nursery” or farrowing 
house. Two serve as. growing 
buildings where the hogs are 
brought in the second station to 
50 pounds weight. The third and 
largest building is the “finishing” 
station where the hogs are fed to 
market weight. 

The Douglas Fir Plywood Assn. 
will offer detailed plans and com- 
plete specifications, together with 
a survey of Catron’s production 
and nutrition theories, to lumber 
dealers and farmers shortly. 


Topping Heads Bldg. 
Research Institute 


Charles H. Topping, senior 
architectural and civil consultant 
for E. I. du Pont de Nemours and 
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Co., has been elected president of 
the Building Research Institute, 
technical society for the building 
industry, for 1957-58. 

“The Building Research Insti- 
tute is the only industry-wide 
building research program in the 
world today supported entirely by 
private funds,’ Topping - said. 
“BRI members testify that Ameri- 
can enterprise is rapidly develop- 
ing a building science that is an 
effective stimulant to every phase 
of building construction and tech- 
nology.” 

Harold L. Humes, vice-president 
of the Baldwin-Hill Co., manufac- 
turer of home and industrial in- 
sulation, was named vice-president 
of the Building Research Institute. 
He also is chairman of the Pro- 
grams Committee which develops 
the research conferences, study 
group topics, and other technical 
meeting subjects. 

A major research conference 
on “Adhesives and Sealants in 
Building,” to be conducted in 
the Shoreham Hotel, Washington, 
D. C., December 4-5, by the Build- 
ing Research Institute, is the first 
of its kind to emphasize the rapid- 
ly growing importance of these 
materials in present-day construc- 
tion, William H. Scheick, BRI 
executive director, announced. 

“Every kind of adhesive and 
sealant material will be identified, 
the nature of its use explained, 
and specific applications reported 
on at this meeting,” Scheick ex- 
plained. 


New Aids Offered 
Aluminum Roof Dealers 


A new fall merchandising cam- 
paign for standard aluminum 
roofing and siding was recently 
announced by R. M. Gerber, mer- 
chant products manager of Kaiser 
Aluminum & Chemical Sales, Inc., 
to give “greater-than-ever sales 
support to building material 
wholesalers and dealers.” 

The program includes a plan 
to aid dealers in “open house” 
roofing demonstrations; a $25 al- 
lowance for announcement-type 
advertising by new stocking deal- 
ers; an entirely new, year-’round 
cooperative advertising program 
on standard or farm roofing; a 
personalized direct-mail program 
to farm prospects at no cost to 
the dealer, and a new series of 
in-store displays. 

“Kaiser Aluminum’s new policy 
of permitting jobbers and dealers 


to make their own adjustments 
and replacements of roofing mate- 
rials indicates our complete con- 
fidence in our building products,” 
Gerber explained. 


Dealer Suffers Fire, 
2 Floods in 7 Years 


Speaking of “hard luck,” few 
dealers can top the Bank Lumber 
Co. in Enid, Okla. In May, flood 
waters caused heavy losses to its 
property — second flood endured 
by the Bank firm in seven years. 

Let E. W. Bank, president, de- 
scribe the damages and conse- 
quences: 

“We have had two floods and 
one fire in seven years and have 
experienced considerable loss each 
time. 

“After our fire, which was set 
by a man who is serving 10 years 
in the penitentiary, we rebuilt on 
another location just across the 
street and we thought that we 
were building high enough that 
we would never be bothered by 
high water. 

“But we had around six inches 
of rain in a very short time and 
the flood came in at our double 
glass doors and the water became 
13 inches deep over our entire 
sales room and offices. There were 
about five or six of us and we man- 
aged to move our material off the 
floor as quickly as possible to high- 
er ground. 

“Our company sales room and 
offices cover 55 by 100 feet and the 
cement floor is covered with heavy 
vinyl floor tile which is laid with- 
out cementing. The water raised 
it so that dirt and water got under 
it and we had to take it all up, 
wash it, and re-lay, which was a 
big job. 

“We learned considerably from 
the experience and we immediate- 
ly fixed some equipment that will 
keep the water from getting into 
the building again. 

“We also have built platforms 
20 inches high under all our stock 
of doors, nails, and other materials. 

“As near as we can figure we 
lost around $4,000. Our biggest loss 
was a carload of creosoted posts 
and poles. We had around 80 car- 
tons of nails that we thought we 
were going to lose but we rented 
a small concrete mixer, dump- 
ed 100 pounds at a time in it with 
two shovels of sand, and this put 
them in fairly good shape and the 
carpenters are using them.” 
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Here are two wood-paneling products that give 
interiors smart, smooth-textured beauty. 

Ven-O-Wood is ribbon-grain Philippine mahogany 
veneer overlaid on the same highly dent-resisting 
flake board as Flakewood. It’s smooth, requires 
no sanding nor other finishing and is ready for 
staining or varnishing. Like Flakewood it has an 


unusually low shrinking and swelling factor. 

Flakewood’s remarkably different: Wood flake 
faces in your choice of pine, maple, fir, cedar or 
Philippine mahogany, securely bonded together 
under heat and pressure. Satin smooth, 3-dimen- 
sional appearance without roughness. Contem- 


Z ke wood porary good looks. May be stained, tinted with 


color, lacquered or varnished in its natural finish. 


smooth Flakewood and Ven-O-Wood are sturdy and 
smart durable. They may be sawed, nailed and mounted 
and with glue. They make excellent overlays for furni- 

a ture, cabinets, doors and commercial interiors, 
sophisticated 


especially where low shrinkage and swelling are 


important. 


SL NFS Sin 
Le | sins: 


83 
tines. 


Mail this coupon for the whole story on these 
INTERNATIONAL PAPER COMPANY outstanding Long-Bell panelings. 


ri e INTERNATIONAL PAPER COMPANY 
Long-Bell Division, Dept. SB 
Wai -- ' c ws hg ™ a. Longview, Washington 
ee en ae Satin idle Please send me a FREE sample of Ven-O-Wood 
and Flakewood, along with complete descrip- 
tive information. 


N 
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YOUR 


~~ HAR VEY 
HARDWARE 


FOR EASY INSTALLATION AND 
SMOOTH OPERATION OF... 


SLIDING DOORS 
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Har + Vey Sliding Door Hardware is guaranteed 
to be the smoothest, quietest hardware ever 
used, thanks to nylon-sleeved rollers with self- 
lubricating oilite bearings. And it’s also designed 


for quick one-man installation to save money. 


HAR-VEY Slide-A-Fold and Sliding Door Hardware is available in complete 
packaged sets for every door opening and accommodates doors from 3/4'' to 1¥4'' thick. 


HareVey Slide-A-Fold Door 
Hardware lists from $3.98 
to $5.48 per set for single 
Slide-A-Fold Doors, and from 
$6.59 to $9.50 per set for 
double Slide-A-Fold Doors. 


HareVey Sliding Door Hard- 
ware lists from $2.92 to 
$3.64 per set for single 
pocket doors, $4.87 to 
$8.32 per set for 2 by-pass- 
ing doors, and $7.19 to 
$8.81 per set for 3 by- 
passing doors. 


On -G) On a8 =) a On PRON Om Mmm OnOk Ee) mp 4 


HOME OFFICE: 61 East North Ave., Northlake, Ill. 
Western Division 


Southwestern Division 
217 N. Temple City Bivd., El Monte, Calif. 


8416 Lofiand Drive, Houston, Texas 
Eastern Division Southeastern Division 
1001 Roosevelt Ave., Carteret, N.J. 807 N.W. 20th St., Miami, Fla, 


Midwestern Division 
505 W. Harrison, Plymouth, Ind. 


For more details on above items, use Counon on Page 66 





SOUTHERN BUILDING SUPPLIES for SEPTEMBER, 1957 


When you mix Penn-Dixie “One Package” 
Mortar Cement with sand and water in recom- 
mended proportions, strength is automatic. And 
it’s a strength proved on literally thousands of 
jobs. 

Penn-Dixie Mortar has all the other qualities 
that top-notch masonry demands—easy mixing, 
high yield, excellent water retention when mixed 
and water repellency when set. You'll like its 
sought-after color, too. 

Investigate the job-site economies of Penn- 
Dixie “One Package” Mortar Cement. Then use 
or specify Penn-Dixie for your next job. 


PORTLAND 





Penn-Dixie means Permanent Dependability 


PENN-DIXIE CEMENT Coyoration. 


OFFICES New York» Philadelphia => Pittsburgh . Boston + Chicago + Detroit +* Atlanta + Des Moines 
Chattanooga . Nazareth, Pa. . Milwaukee . Petoskey, Mich . Buffalo . Holland, Mich. 


PLANTS Bath, Pa. . Nazareth, Pa. . Penn-Allen, Pa. e West Winfield, Pa . Buffalo, N. Y. . Kingsport, Tenn. 
Richard City, Tenn. ° Clinchfield, Ga. ° Des Moines, lowa . Petoskey, Mich. 


DISTRIBUTING PLANTS Chicago . Milwaukee Detroit . Holland, Mich. 
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“LOK-LABS nae Coa 


AGAINST BLOWOFFS FROM 
HURRICANES, CYCLONES, TORNADOS! 


NEVER BEFORE ROOFING SALES FEATURE LIKE THIS! 


Ruberoid Lok-Tab asphalt shingles now give you the 
most powerful selling feature ever —a written warranty 
against wind damage. Properly applied Lok-Tabs won't 
blow off in windstorms because they’re locked down. 
We will back this claim in writing. No other asphalt 
shingle gives you this powerful selling feature. 
NATIONAL ADVERTISING on this exclu- 
sive Lok-Tab feature is pre-selling homeowners 
now in Life, Better Homes and Gardens and 
Good Housekeeping. Get your share of this 
business. Display Lok-Tabs. Feature them in 
your own advertising. Show every prospect how 
Lok-Tabs lock. Sell the new Wind Warranty. 
See your Ruberoid representative today. Learn 
how you can join the Lok-Tab profit parade. 














HERE’S HOW THEY LOCK! 


The secret of Lok-Tabs is these two hidden tabs that interlock with the Headquarters Office: 

shingle below to hold the butt down securely. Thousands of Lok-Tab 500 Sth Ave.. Mow Youk 26. 6. ¥ 

roofs have been storm-tested safely in the hurricanes of ’54 and °55 : oe 

Lok-Tabs performance — now backed by Ruberoid’s written Wind War- District Sales Offices: 

ranty —is the most powerful selling story in asphalt roofing today! Baltimore, Md. — P. O. Box 5366 
Mobile, Ala — P. O. Box 1367 
Savannah, Ga. — P. O. Box 1183 


4 U z. rf ROI D Dallas, Texas — P. O. Box 5607 


ASPHALT AND ASBESTOS BUILDING MATERIALS 
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For light frame construction... 


suggest ENGELMANN SPRUCE 


easy handling speeds construction time and cuts costs 


Re stoi. 


ENGELMANN SPRUCE is an ideal luraber 
for wall sheathing, roof decking and subflooring. 
It combines light weight, adequate strength and 
the ability to be nailed easily without splitting. 
Small knots give even the lower grades a good ap- 
pearance. Engelmann Spruce is used for studding, 
joists and other general construction in accordance 
with its strength properties. 

For interior uses the small, tight knots and 
light color of Engelmann Spruce provide a wood 





for interesting paneling and interior finish. It is 
carefully dried, assuring more accurate sizing and 
improved woodworking qualities, insuring lower 


maintenance costs. 
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Write for FREE illustrated book 
about Engelmann Spruce to: 
WESTERN PINE ASSOCIATION, 
Dept. 707-K, Yeon Building, 
Portland 4, Oregon. 


The Western Pines 


and these woods from the 


idaho White Pine Western Pine mills 


RED CEDAR + DOUGLAS FIR 


Sugar Pine | ENGELMANN SPRUCE 
' LODGEPOLE PINE + LARCH 


are manutactured to high standards of seasoning, grading, measurement 


Today’s Western Pine Tree Farming Guarantees Lumber Tomorrow 
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MONARCH 


The discoloring of surrounding woodwork, painted 
surfaces, stone and masonry by metal weather- 
strip, and the deterioration of the weatherstrip 
itself by rain, snow, dirt and air-borne chemicals, 
was always an aggravating problem for property 
owners. However, Monarch’s development of 
MetaLane®, with its glass-like and non-staining 
surface, provided not only a perfect answer to 
this problem®, but also brought corrections for 
many other bothersome deficiencies of ordinary 
weatherstrip. 


The aluminum alloy from which MetaLane is 
made, is produced to Monarch’s rigid specifica- 
tions for strength, hardness, formability and resil- 
iency. On delivery, it is first inspected, then cleaned 
and surface etched. It is then processed through a 
continuous strip anodizing machine, using sul- 
phuric acid as an electrolyte®. Finally, the billions 
of sub-microscopic pores in the anodic oxide coat- 
ing are permanently sealed with a special lubricant. 


Although substantially like Alumiliting, the pro- 
duction of MetaLane incorporates several addi- 








MetalLane st li 


tional stages that greatly improve its service 
characteristics. 
Besides its exceptional freedom from discoloration 


and staining®, MetaLane has extreme resistance 
to corrosion®, abrasion and wear®, will not collect 
dust and dirt, keeps its like-new appearance, and 
retains its efficient weather-tight seal for the life 
of the windows and doors on which it is installed. 


Be sure the door and window units you buy and 
sell are equipped with Monarch MetaLane Weath- 
erstrip for the maximum in value, service and 
durability. 


“... an electrolytic oxide coating . . . is particularly effec- 
tive in stopping any staining or darkening. . .’’—‘‘Anodic 
Coating Of Aluminum” by J. D. Edwards, Aluminum Com- 
pany of America. : r ¥ ¥ 
@ “...the advantages of oxide —- made in sulphuric 
acid electrolytes ... offered substantial improvement over 
other coatings.”” —Ibid : d 
@® “... anodic oxide coatings provide effective protection 
against weathering and corrosive attack.’’—“‘Anodic Coatings 
On Aluminum”’ by F. Keller and J. D. Edwards, Aluminum 
Research Laboratories, Iron Age, Nov. 1956. | 7 
@ “Anodic Coatings... provides greatly increased resist- 
ance to abrasion.”’—Jbid 


MONARCH METAL WEATHERSTRIP CORP, +« 6343 ETZEL AVE. «+ ST. LOUIS 14, MO. 
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Why Curtis New Londoner Doors 


are the easiest flush doors to sell 


No warping...no complaints 


Many low-quality flush doors warp and sag after installation. 

That means complaints from dissatisfied customers. But 

Curtis New Londoner doors do not give such trouble. Their 
patented, locked-in, all-wood core keeps them rigid under all 
~ conditions of humidity and temperature. 








The special beauty of matched-grain panels 


eof! 


| Extra care goes into the selection of face panels for Curtis New 
‘\0 >, Londoner doors. The grain patterns of beautiful native woods 
4 are matched to provide actual pictures in wood. You can spot 
ANY, New Londoner quality at a glance. 











Curtis New Londoner doors have undergone almost unbeliev- 
able punishment in special, accelerated torture tests in which 
the doors were slammed, banged with heavy weights and kept 
in steam cabinets for long periods of time. Every New Londoner 
door tested came through with flying colors—positive proof 
that these doors give lifetime service. 











All Curtis New Londoner hollow-core flush doors carry a guar- 
antee of quality. You'll find this guarantee a big help in selling. 

And to make door and window selling even easier for dealers, 
Curtis provides special door and window selector charts which 
show a wide variety of Curtis door and window styles and 
types at a glance. Another reason why it pays to be a Curtis 
Woodwork dealer! May we tell you more Curtis sales ad- 
vantages? 





Curtis NpO ONER 


CURTIS COMPANIES INCORPORATED, Clinton, lowa 
Clinton, lowa « Wausau, Wisconsin « Chicago, Illinois » Sioux City, lowa « Lincoln, 
Nebraska « Minneapolis, Minnesota » New London, Wisconsin + Oconto, Wisconsin 
Scranton, Pennsylvania « Charlotte, North Carolina 
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THE SISALKRAFT LINE 





ANOTHER ADDITION TO 


made of 
PLAXACRIN 








The Most Efficient 
Glass Replacement Plastic 
Fver Developed! 


Look what you can now offer your customers: 


1. Sisal-Glaze will last many years longer than any other similar 
material. 





2. Sisal-Glaze does not deteriorate or discolor with age. 
3. Sisal-Glaze transmits maximum beneficial ultraviolet rays. 
4. Sisal-Glaze has absolute clarity. 


5. Sisal-Glaze is low in cost . . . competitive with ordinary “tem- 
porary” plastics. 








Here’s your chance to make attractive profits with the ex- 
citing possibilities of Sisal-Glaze and its mark-up potential. 
Sell by the roll or by the lineal foot. 

Sisal-Glaze is light in weight yet amazingly tough. For 
some uses, it is better than glass as it transmits almost 100% 
ultraviolet and infrared rays. Sisal-Glaze will last many 
years when used as recommended. 

Because of its long life and clarity, Sisal-Glaze is ideal 
for low cost storm sash, winterizing breezeways, porches, 
carports. Also glazing summer cottages, cabins, garages, 
etc. 

On the farm, Sisal-Glaze is excellent for glazing poultry 
housing, barns, shelters. It’s handy, too, for emergency 
glass replacement. 

In the growing field, Sisal-Glaze will revolutionize exist- 
ing methods of greenhouse construction, hotbed sash and 
cold frames. Sisal-Glaze will bring the “do-it-yourself” 

home greenhouse within the reach of all. 
Available in 5 and 10 mil weights and 


Available in, 5 and 10 mil weights and American SISALKRAFT Corporation 


plier for prices and more information or Chicago6 * New York17 © San Francisco 5 
write: 


“eo. 
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at your finger tips... 


Structures built with pressure-creosoted materials are becoming 
increasingly popular. No doubt many of your customers are 
anxious to know where they can get actual working plans that 
will enable them to build these structures themselves. Therefore, 
three booklets have been prepared by United States Steel—one 
that covers 15 Central States, one for 14 Southern States, and 
one for Northeastern States. 


These illustrated booklets describe many types of farm and 
ranch structures popular in these respective regions. They also 
list the addresses of Extension Services where your customers 
can obtain building plans at a nominal price. Each booklet tells 
why it pays to use pressure-creosoted poles, posts and lumber... 
gives special emphasis to pole-type construction. Send for a set 
of free booklets. It’s a sales aid you should have. 
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Have this timely information 











Agricultural Extension 

United States Steel Corporation 
525 William Penn Place 
Pittsburgh 30, Pennsylvania 


Please send me a set of free booklets 
titled—‘‘Where to get plans for ranch and 
farm structures.” 
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local distributor of Keywall. 





rE se ee 


‘“Keywall exclusively!’ That's the decision of Victor DeSantis (right), vice presi- 
dent of The R. S. Ursprung Company. Vito DeSantis (left), job superintendent on 
the new Retread Plant of Firestone Tire & Rubber Company, agrees, as they 
inspect the job with Bob Scheurer, president, Lakewood Supply Company, 


Cleveland goes “all out” for 


KEY WAL 


GALVANIZED MASONRY REINFORCEMEN 


; 





On this Warner & Swasey Co. warehouse, 
Keywall was used in alternate courses. 
Pilasters were on 16 ft. centers with ex- 
pansion joints. Walls—18’-0” high. Joseph 
Ceruti and Associates, architect. The Leon- 
ard H. Krill Co., general contractor. 











Typical Cleveland specification—Keywall 
in alternate courses. Olmstead Falls High 
Yo) sYore) OMB C-)1(-) +0 0) cole) SM Lo) (-h ats Mbclole) (aE: bdo) ot 
i C-Toi ND 5{-) ¢-t- WS 3-0 ol-) AMD E-Ce(--Mls MB a (oy seet- 0H 
structural engineer. The Hoelzl-Martini 
Construction Co., general contractor. 





Keywall preferred by The Sam W. 
Emerson Co., Cleveland, for the Mu- 
seum of Natural History, Cleveland. 
Approved by Garfield, Harris, Flynn 
& Williams, architects. 


Keywall used exclusively in this large 
retail store of the May Co., Cleveland. 
Victor Gruen & Associates, Detroit, 
architect. Jack A. Bialosky, Cleveland, 
associate architect. The Sam W. Emer- 
son Co., Cleveland, general contractor. 





Keywall takes over. On the Lamson & Sx 
sions Factory, Keywall was tested agair 
another masonry reinforcement. On t 
office addition, Keywall is being used. T 
George S. Rider Co., engineers. The Sz 
Aap 2 5X) 10) OX MMe (911-1 ¢-1 More) stb ¢-ol Co) a 





Another Keywall job. Pick-’N-Pay Super Market. Weinberg 
& Teare, architect. H. W. Marcuson Builders, Inc., general 
contractor. Grajeck Construction Co., mason contractor. 


Keywall was used in every course in the Continental Trans- 
portation Warehouse. Arnold A. Peterson, architect. Indus- 
trial Construction Co., Inc., general contractor. 


Contractors prefer. . . 
architects approve...new type 
masonry reinforcement 


Visit the better masonry jobs around Cleveland. Go on the scaf- 
folds. Talk to the bricklayers. Talk to the superintendents. Never 
before a reinforcement like Keywall, these men agree. Architects 
like it because they know that when masons like a product, they’ll 
use it, and use it right. 


Now is the time for you to tie in with this new, revolutionary, fast- 
moving masonry reinforcement. For more complete details write: 


KEYSTONE STEEL & WIRE COMPANY 


Peoria 7, Illinois 


Keywall exclusively. Dairy Pak, Inc., factory. Wyatt C. Hed- 
rick, architect, Cleveland and Ft. Worth. Henry C. Beck Co., 
general contractor, Cleveland and Atlanta. William A. Rhodes 
Construction Co., mason contractor, Cleveland. 


Keywall replaced wall ties on the Holy Ghost 
School.- With glazed tile walls, Keywall was 
used in every third course. With solid 12 
inch brick walls, Keywall was used in every 
sixth course. Nicholas Lipaj, architect. Leo 
W. Schmidt, general contractor 





OF re 


(Top) Keywall preferred and used. West- 
lake Christian Church. Travis Gower 
Walsh & Associates, architect. R. L. Wil- 
liams, associate architect. Dunlap & John- 
ston Inc., general contractor. 


Keywall used in alternate courses. Vermil- 
lion-on-the-Lake High School. Outcalt 
Guenther & Associates, architect. Tom 
Hume, general contractor. 


An exclusive Keywall job 
Lakeshore Hotel Cabanas 
and Pool. Snyder & Teku- 
shan, architect. The West 
wood Construction Co 

fet =)s-3 ¢-¥ Mere 194. Coico) 























Store, for heavier table appliances, etc. 








So many places for profit! 


MASONITE 


heavy-duty a" Of ( : BOARD panels 


Stop a minute—before you fill out that 
order for Masonite® Peg-Board® panels and 
fixtures. Ask your customers what they 
want to hang up on these everywhere- 
useful hardboard panels. 

Maybe they need the extra strength, the 
extra weight-holding power of heavy-duty 
4" Peg-Board—to support heavier tools, 
implements, shelves and equipment. 

Show them the thickness of these panels. 
Show them the heavier, stronger fixtures 
especially designed for heavy-duty service. . , 

Take advantage of Masonite’s national hit’ + ; 4 ' STRENGTH 

advertising of heavy-duty 14” Peg-Board 8 See ‘ 
...to appear in the leading magazines shown 
here. Make sure you have adequate stocks 
of 14” Peg-Board panels and fixtures. Talk 
to your Masonite representative now about 
tie-in mats and point-of-sale displays, or 
write Masonite Corporation, Dept. 
SBS-9, Box 777, Chicago 90, IIl. 





























© Masonite Corporation—manufacturer of quality panel products 

oo. Heavy-Duty (14”) Peg-Board ree ese e@ee*#eeemneeevneveeeneeewvneeeoeeneeenee ee 

Fall Advertising eweeeevneeevneeeeree eevee eeneoeeeeneeeeses 

seevee#e#eeneteee#eernr; eeeteeet#seen#eeneep#e#e#et#e#ee#*ee#ee#e##se#e 

see eeaneunwnee ee eee eee eevee eee evneeene 

es eoen eee eeneeeneve see ee ee een aeeneneee 

eoeev onweneeweeeene «eo eo @ #8 8 @ ee eee 

-*-* ee 

eee Vv ane 

eee see 

eee ee 

es pe ese 

Better Homes & Gardens Cow eeeees = eee eee eee 

Household eee eoeepas ors Peseee vane 

Popular Science oe *®eeee ee es ; ‘ *@eeeee#ee ° * 

Popular Mechanics 

Home Maintenance ope etree eee eee nee eee ee eee eneeeeeenenes 

& Improvement eo. eff ee #e emer emUcUmUCUcU CUM OH PHP SCS SCHRHHC HOSP ROCCO HRCmUCRmCUCOmLUC mC FT 8 

Family Handyman -> co*eeeveeteeovneeveveveeeeoeseeeeeeeeenee eee 
Home Modernizing ‘ee 
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Moving Ahead with a 
New Yard and Store 


By HARRY J. MILLER 


»» As time lays on an individual 
the infirmities of age and accom- 
panying handicaps, so the estab- 
lishment of a _ building supply 
dealer may be slowed down by 
obsolescence. This idea caused 


A spacious parking area and modern store building make 
the Shepard Lumber Company, above, a dominant business 
enterprise on U. S. Route 301 in Sarasota, Fla. Sale spe- 
cials, posted on the silhouette sign, catch the eyes of pass- 
ing traffic. 


orerwrner ns 
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heads the Shepard Lumber Com- the old plant was skidding its 
pany in Sarasota, Florida, to realize 
that ‘the lumber and building sup- proper service — so he moved 
ply dealer who needs a new loca- 
tion is already paying for it!” 

In the case of this Florida deal- 
James W. (Bill) Shepard, who er, it had become 


wheels in attempting to render 


ahead with a new yard and site! 

In a county that had $20 million 
f construction authorized during 
apparent that the past 12 months, and to which 


Drive-in delivery of lumber and building materials is 
provided in the large Shepard yard and warehouse sheds, 
below. Only vehicle entrance to the yard is past the gate 
which the shipping clerk and cashier attend. There, cus- 
tomers are checked in and out with their purchases. 














over one million cars were coming 
annually via the Sunshine Sky- 
way bridge, the Shepard firm faced 
a real dilemma. 

Established by Bill’s father, 
W. G. Shepard, some 30 years 
ago across the street from the 
Seaboard Airline railroad depot 
in the heart of Sarasota, the 
Shepard plant had, like Topsy, 
“just growed,” until it spilled over 
two old warehouses, a lumber 
yard, store, millwork shop, and 
created a perpetual parking prob- 
lem. 

Thus confined and facing limit- 
ed expansion potential, Shepard 
recalled, ‘four operational costs 
were too high. Tedious alley un- 
loading handicapped our service. 
Our customers had to feed park- 
ing meters and were frequently 
given tickets. Further aggravation 





. J 


ni 


ae 


was caused by bent fenders for 
customers’ cars and our own vehi- 
cles. It had been long apparent 
that the next move was up to us.” 
Shepard sold his old plant to 
(See MOVING AHEAD page 54) 


Connected by a trussed roof, huge 
Shepard storage sheds permit § cus- 
tomer and company trucks to drive 
in for deliveries. At right, this shed 
stores plywood, doors, windows, and 
other bulky materials. Finish lumber 
is kept dry in shed at right. Lift trucks 
quickly get materials in and out of 
storage bins. 


4a¢ 

















Shepard Lumber features the display 
of power tools, above, in its new store. 
To meet the profitable demand from 
contractors and handymen alike, a 
full line of saws, routers, drills, sand- 
ers, and other types is stocked. 


A major reason for Shepard’s yard 
move was to get enough space to 
permit use of cost-cutting fork-lift 
trucks for handling lumber and other 
materials. Shepard keeps two fork- 
lifts busy. The end-loading attachment, 
at left, makes easy work of stacking 
and loading bundles of long lumber. 
Gravity conveyors are used for freight- 
ear unloading. 
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Industry Teams to Show OHI Wonders 


»» Dramatic proof that families 
can “better your living” through 
Operation Home Improvement is 
being provided in several towns 
and cities throughout the South 
through local teamwork of busi- 
ness, labor, and financial agencies. 
Modernization projects show peo- 
ple the wonders wrought through 
the use of new materials and 
equipment. 

Among such enterprising cities 
are the industrial metropolis of 
Alabama, Birmingham; Tennes- 
see’s capital city of Nashville, and 
Palestine, a Texas community of 
some 18,000 population. 

On a busy corner in an old, 
rundown neighborhood in Bir- 
mingham, the Chamber of Com- 
merce sponsored the demonstra- 
tion project shown in the accom- 
panying pictures. An “open house” 
on a July Sunday attracted hun- 
dreds of families for inspection of 
the wonders wrought in the mod- 
ernized house through the dona- 
tions and cooperation of skilled 
organized labor groups and manu- 
facturers, distributors, and dealers 
of building materials and supplies. 

A 4-column by 18-inch newspa- 
per ad invited the public to inspect 
the modernized house. All contrib- 
uting firms are feeling the stimu- 
lation of this project on home 
improvement sales to Birmingham 
families. 

Explained Tom C. Pappas, co- 
ordinator of the Birmingham OHI 
demonstration and _ architectural 
representative for the U. S. Ply- 
wood Corp.: “Building supply peo- 


ple were very enthusiastic about 
our project especially the lum- 





ber dealers. Naturally they stand 
to benefit most since they stock 


and sell all the building materials 
used in the remodeled home.” 
This OHI project drew generous 
publicity from the Birmingham 
newspapers and radio and TV 
stations. All media emphasized the 
immediate availability of funds, 
material, and labor for OHI loans 
(See OHI PROJECTS page 46) 








How much modern building materials 
can improve a dilapidated house is 
dramatically displayed on a busy cor- 
ner in Birmingham, Ala., as pictured 
above. Local dealers and distributors 
donated the materials and supplies, 
and labor unions contributed the labor. 
The coordinators for the sponsoring 
OHI Committee of the Birmingham 
Chamber of Commerce confer on 
“open house” plans in picture below. 
At right end is U. S. Plywood’s Tom 
Pappas, who served as project coordi- 
nator. Sears-Roebuck’s E. S. Carter, 
center, is committee chairman. 


Sy BHAM aavion Howe.) O.H.L. COMMITTEE 
T.C. Co-0rlinaler 


S) E.S. Carter, GAadewnan. 
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OPERATES TO MODE! 
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Revolving Credit 
Keeps ‘Em Coming Back 


»» Eighteen months’ experience 
with revolving credit has proved 
to the Queen City Wood Works 
and Lumber Company that it can 
be a profitable selling tool for the 
lumber dealer who selects his ac- 
counts carefully. 

Last month, W. R. Shockley, 
vice-president of this Springfield, 
Missouri, firm, reported that Queen 
City had approximately 75 revolv- 
ing “Bild-A-Counts.”’ The balance 
of each averaged about $100. He 
said his company to date had had 
no losses in bad accounts. On sev- 
eral occasions, accounts have been 
“slow pay,” but in every case per- 
sonal telephone calls, five days 
after the specified due date, had 
brought immediate results. 

Revolving credit is a plan where- 
by a customer is offered all the 
conveniences of a charge account 
plus the convenience of budgeting 
over a period of six to 10 months. 
The customer makes an applica- 
tion and has a credit limit set 
up which regulates the amount of 
his monthly payments. 

The credit limit is six or 10 
times the monthly payment the 
applicant intends to pay. This is 
an amount that he can comfortably 
afford to pay out of income each 
month. Then the customer may 
continuously buy as much as the 
difference between what he owes 
on the account and the pre-set 
limit. Continued use of the ac- 
count, revolving the credit, is 


At the Queen City Wood Works and 
Lumber Company in Springfield, Mo., 


* company officials visit with one of 


their customers who is pleased over 
the revolving credit account he uses 
there. At left is President Dick Stief- 
vater. Standing is Vice-President Bill 
Shockley. The customers pay a “serv- 
ice charge” on the unpaid balance of 
a pre-set credit limit, along with 
monthly payment on account. 





what makes it profitable to the 
dealer. 

A service charge of 1 per cent 
is added each month for the credit. 
This offsets the handling costs and 
helps bolster net profits as long 
as credit checks are thorough and 
risks are sound. 

Revolving credit can do almost 
all the things claimed for it, ac- 
cording to Queen City’s Shockley. 
It can turn 30-day charge ac- 
counts into budget payers who pay 
a little for the credit instead of 
dragging along on an open account. 
It makes some customers easier to 
sell since they can spread the cost 
of sizable purchases with the re- 
volving credit account. 

R. P. Stiefvater, president of 
the Queen City Wood Works and 
Lumber Company, stressed the 
importance of one person handling 
all phases of the revolving credit 
system, to avoid confusion and 
trouble. The special credit cus- 
tomers get to know that specific 
office employee and feel that he 
or she has taken a personal in- 
terest in their account, Stiefvater 
explained. 

Miss Juliet Lee Vinton, Queen 
City’s credit manager, handles the 
revolving credit applications. She 


checks by telephone on all refer- 
ences furnished by the customer 
on the initial credit application, 
and she also gets a credit bureau 
rating. When this is not up to date, 
she checks other firms offering the 
applicant similar credit. 

She is careful to check whether 
the applicant is seeking revolving 
credit as a relief from already 
oppressive payments on real estate 
and home improvement loans. 
“Quite often these loans are not 
reflected in credit reports but 
either or both payments constitute 
a threat to the ability to make 
further monthly payments.” 

Queen City uses a standard form 
for the revolving credit applica- 
tions. One is for six months and 
the other for 10 months. Each con- 
tains a form of note, which is 
quite helpful and binding in col- 
lections. It reads: 

“Purchaser’s Agreement: In con- 
sideration of extension of credit 
to me, I agree to pay to 
by the 10th day of each month, 
a monthly amount of $ , plus 
service or handling charge of 
for each dollar balance. I under- 
stand my Credit Limit shall not 
exceed $ . In the event of de- 
fault the entire balance may be 
declared due, and if action is 
brought I agree to pay all costs, 
including a reasonable attorney’s 
fee.” 

Explained Vice-President Shock- 
ley, “We instituted our revolving 
credit program in January ’56. The 
Southwestern Lumbermen’s Asso- 
ciation was boosting the idea. We 
surveyed the Springfield area and 
found many old and new custom- 
ers, mostly smaller Do-It-Yourself 

(See REVOLVING CREDIT page 98) 
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Home Modernization Jobs 
Keep Profits High 


»» One way to keep profits up 
when new homebuilding slides is 
to concentrate on packaged home- 
improvement jobs, according to 
Eric Miller, manager of the Burnet 
Lumber Company in_ Burnet, 
Texas. 

“Most families are eager to mod- 
ernize and improve their homes,” 
he said, ‘and the money is avail- 
able for them to pay for the job 
on easy monthly terms. Figuring 
the job as a package, we are able 
to get our regular list price on the 
materials and a profitable mark- 
up on the necessary labor.” 

During the 12 months through 
July, the Burnet dealer sold 15 
home-improvement jobs that aver- 
aged $2,000. During the same peri- 
od, the firm built eight new houses 
for $9,000 average sales price. 

Miller has three ready sources 
of credit for FHA-insured or con- 


Installment financing is a simple mat- 
ter for this Texas lumber dealer. In 
the office of the lawyer-agent for a 
savings and loan association of a 
nearby city, Dealer Eric Miller, stand- 
ing, watches a happy couple sign a 
loan application for a home addition. 


ventional improvement loans - 
the savings and loan associations 
in nearby Fredericksburg and 
Lampasas, and the First National 
Bank of Waco. 

Funds also are available for 
good credit risks for new homes 
from the Lumbermen’s Investment 
Corporation, which is owned by 
members of the Lumbermen’s 
Assn. of Texas, and also from a 
life insurance company. 
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Typical of the modernization jobs done 
by the Burnet Lumber Company in 
Burnet, Tex., is the bungalow shown 
here, the Baptist parsonage. It was 
completely painted inside and out. 
New wallpaper was hung in some 
rooms, the floors were varnished, and 
a new asphalt shingle roof was applied. 
This job came to $1,500. 


Miller keeps a small, versatile 
crew of mechanics lined up who 
do all phases of the new and im- 
provement construction — carpen- 
try, masonry, electrical, and 
plumbing work. 

By concentrating on home mod- 
ernization this year, this dealer 
has kept sales volume within 10 
per cent of that for the first seven 
months of 56 — but with rela- 
tively higher profit margin. 

Improvement sales are amount- 
ing to 40 per cent of total sales 
volume. 

A typical modernization job by 
this dealer is shown on the S-B-S 
cover this month. A 14x24-foot 
addition was built onto the small 
house for a living room, along 
with the carport. New kitchen 
cabinets were installed and the 
concrete porch was added. This 
job was billed at $2,000. 

Small newspaper ads_ attract 
prospects to the Burnet Lumber 
Company cffice, where Manager 
Miller and T. O. Whitaker care- 
fully learn their desires. Then 
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they go over necessary materials 
and roughly estimate the cost. 

Miller makes the opportunity to 
visit the job site with real pros- 
pects. A few measurements and 
agreement on materials permit him 
to make a firm price on the job 
— and to figure desired installment 
terms. 

“It pays to check on the job 
daily as it progresses,” Miller ex- 
plained, “to be sure it’s well done. 
The best salesman we have is a 
customer who is satisfied with a 
good modernization job, for he will 
enthusiastically recommend our 
firm to his friends and neighbors.” 


OHI PROJECTS 


(Continued from page 43) 


The ad explained that, “Whatever 
the condition of your house, see 
how easy it is to work remodeling 
miracles on even the most limited 
budgets. . . . If your home mod- 
ernization needs call for a com- 
plete renovation or a small repair 
job, your bank and the building 
contractors and suppliers can help 
you. Get added comfort and en- 


Above, Chairman Carter and official 
of Carpenters District Council examine 
sliding door to a closet in renovated 
living room of Birmingham OHI dem- 
onstration house. Hardwood floor, 
acoustical ceiling and prefinished ply- 
wood walls are new features of this 
room, Gypsum walls and acoustical tile 
ceiling modernized other rooms in this 
house. 


In his compact, neat store, the Burnet Lumber Company’s manager helps a 

customer to select the floor tile for a kitchen modernization job. Three-fourths 

of the flooring sold for OHI jobs by this dealer is vinyl floor tile, and the rest 

is wood. For new homes, the percentages are just reversed. The point-of-pur- 
chase display makes tile selections easy. 


joyment from your home. Build up 
its market value. See your bank 
this week and set your moderniza- 
tion ideas in motion.” 

The Anderson County Chamber 
of Commerce sponsored an Opera- 
tion Home Improvement program 
in Palestine, Texas, last year and 
it was so successful, the activity 
was expanded this year. The 
chamber fostered the organization 
of the Palestine Lumber, Hard- 
ware and Paint Dealers Associa- 
tion. Serving as president of the 
group is Bill Lively, manager of 
the Davenport Lumber Company. 
He also is chairman of the cham- 
ber’s OHI committee. 

The association has a _ project 
house underway. “But business 
has been so good for the local 
firms that completion of the house 
on schedule has been impossible,” 
Lively reports. The association is 
furnishing materials and labor at 
cost to the woman owner of a 
dilapidated house. 

The Palestine OHI moderniza- 


tion job, estimated at $3,500, is 
expected to double the value of 
the house. “Before” pictures of 
the interior and exterior were 
taken, and “after” shots will be 
made for comparative publicity 
purposes. 

On the lawn of the Chamber 
of Commerce office, an attractive 
OHI Oscar sign, 4 by 8 feet, en- 
courages the public to “better your 
living” through home improve- 
ments. 

In Nashville, Tennessee, lumber 
dealer M. K. Hovey is chairman 
of the home improvement pro- 
gram sponsored by the Chamber 
of Commerce. The current project 
is the remodeling of a ramshackle 
old weatherboarded house. Local 
building supply dealers donated 
the materials. 

As remodeling goes on, property 
owners are invited out to see and 
learn. “Before” and ‘after’ photo- 
graphs of each room and the house 
are on display to show the im- 
provements. 
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How fo handle 
SALES STALLS 


By H. E. CARROLL 


»» Sales stalls are exasperating for 
a building supply dealer or a sales- 
man. 

Everything seems to be going 
smoothly in the sale. The sales 
points of the supplies are present- 
ed in logical order. The customer 
agrees with each point made. You 
start to close the sale. Then the 
customer stalls with one of these 
typical sales stalls: 

“TI can’t make up my mind right 
now.” 

“T’ll think it over.” 

“I want to talk it over.” 

“T think I'll wait.” 

“I want to look around before 
decide.” 

These sales stalls or any of the 
the other variations are difficult 
hurdles to handle. They are not 
outright refusals to buy, nor are 
they promises to buy later. They 
are time-consuming, exasperating 
sales stalls. 

How can you handle a sales 
stall? 

Successful building supply deal- 
ers and salesmen have discovered 
that there are a few selling tech- 
niques that will overcome these 
stalls and make closing the sale 
quick and easy. 

Here are some of the ideas that 
have proven successful for others. 


UNDERSTAND THE STALL 


Why do customers stall? What 
reasons do people have for this 
anti-buying strategy? Are the 
basic objections real or fancied? 

Sales psychologists say that cus- 
tomers raise these sales stalls for 
three basic reasons: 

1. The salesman has failed to 
arouse the interest of the custom- 
er in the merchandise. 

2. The customer has some hidden 
objection that is not voiced. 

3. Some customers dislike the 


— 


idea of making any kind of a deci- 
sion and will continually put it 
off. 

You may feel that your custom- 
er’s interest is keen during the 
sales talk. The customer will agree 
with the sales points presented. 
He will indicate that this is just 
what he wants until the time for 
the close arrives. Then, the old 
sales stall, “I’ll think it over,” is 
voiced and a “No Sale” is record- 
ed for the selling time spent with 
the stalling customer. 

Asking the customer for opin- 
ions about the building supplies 
will help avoid this pitfall. When 
a customer has voiced his ideas, 
he is more inclined to buy to add 
weight to his opinions. Many deal- 
ers have found that there is an 
easy way to discover whether the 
customer’s interest is genuine. 
They use the four little words: 
“What is your opinion?” to get an 
indication of the customer’s inter- 
est. 

Hidden objections require a dif- 
ferent handling. It may be neces- 
sary to “smoke out” the real ob- 
jection the customer has. For in- 
stance, the sales stall may be given 
because the customer can not af- 
ford the quality of materials. To 
save face with the dealer, the 
customer will say, “Ill think it 
over,’ and then go to another 
building supply dealer and ask for 
something in his price range. 

Salesmen who overcome this 
type of a sales stall use another 
technique that brings the real ob- 
jection out into the open. When 
the customer says, “I’ll think it 
over,” the salesman pauses and 
looks expectantly at the customer. 
This encourages the customer to 
amplify the stall and in adding 
more words to the objection, the 
real reason is uncovered. 
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When high cost is the real bar- 
rier to the sale, the smart salesman 
switches to a cheaper grade or an- 
other, cheaper material. 

Customers who dislike making 
decisions are fairly easy to spot. 
They may give the sales stall, “I 
want to talk it over.” Or, if two 
customers are shopping together, 
the indecisive customer will rely 
on his friend’s opinion in the sale. 

Once a customer of this type is 
spotted, the technique for avoiding 
the stall is easy to apply. As the 
sales progresses, the successful 
building supply dealer pins down 
each point with a decision. Then, 
when it comes time for the close 
there is little for the customer to 
decide. You help the customer 
make up his mind all through the 
sale and when the stall arises, you 
anticipate it with a subtle sugges- 
tion: “T’ll have this sent out right 
away.” 


ACKNOWLEDGE THE SALES 
STALL 


If the stall is not anticipated and 
handled before it becomes a hur- 
dle in the sale, it is necessary to 
apply an entirely different stra- 
tegy. Disagreement with the cus- 
tomer’s ideas about “thinking it 
over” may antagonize the custom- 
er. 

It is far better to acknowledge 
the importance of the customer’s 
sales stall. 

For instance, you might say: “I 
agree with you. This is an import- 
ant decision. You do not remodel 
your home every day. I know you 
want to be completely convinced 
that this is the best material. You 
will want to be sure (then give 
the customer the facts about the 
building materials you have rec- 
ommended and point out the fea- 
tures that are exclusive with your 
firm).” 

Another thought about the sales 
stall that can be used to insure 
the sale is when the customer 
voices the idea, “I want to talk 
this over with my wife.” 

You can answer with this: “I’m 
sure you want your wife to be as 
convinced as you are that this 
material is best.” This is followed 
with a recital of the facts of the 
case so the customer has some sales 
information to give his wife to 
sell her on the idea of buying the 
building materials from you. 

A danger of the acknowledg- 
ment of the sales stall is that you 
may think it is just an excuse for 
not buying. This may be true, but 
it will tend to put a tone of ridicule 

(See HANDLING STALLS page 56) 
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This Store Has Guaranteed Floor Traffic 


By BARON CREAGER, Southwestern Editor 


»» Rain or shine, freeze or sizzle, 
Earl E. Tweed’s Dallas Lumber 
and Hardware Company in Dallas, 
Texas, has guaranteed foot traffic 
through the store amounting to 
about 3,500 individuals monthly. 

His store contains some public 
services that are unusual for a 
big-city mercantile institution, vet 
have become as much a part of 
the operation as the merchandise. 
His location, in West Dallas, is 
largely responsible for presence 
of the unusual services. A great 
majority of his regular customers 
are Latin-Americans and Negroes 


in low-income brackets. 

As for the guaranteed traffic, 
this is how he gets it: 

In one corner of the sales floor 
is a cubicle of an office, leased to 
the Dallas Power and Light Co. 
for $35 a month. Two women em- 
ployees of that company preside 
here, where 2,000 individuals pay 
their light bill each month. 

The Dallas Lumber and Hard- 
ware Company is also a branch 
office of a Texas hospitalization 
insurance company. Another 1,000 
people come monthly to pay their 
insurance premiums, a service for 


FUltens , 


which Tweed collects a 5-per-cent 
fee. 

The nearest post-office subst.- 
tion is at least two miles distant, 
so Tweed and one designated cierk 
between them sell an average of 
35 money orders daily to an aver- 
age of 10 people. These are money 
orders drawn on a special bank 
account of the Dallas Lumber and 
Hardware Company. The _ profit 
averages $100 a month from this 
service, not to mention the store 
traffic. 

An associate of Tweed owns a 
considerable amount of rental 
property in West Dallas and ten- 
ants pay their rent to Tweed. And, 
of course, the store sells hunting 

(See FLOOR TRAFFIC page 58) 


Heavy floor traffic is assured the Dallas 
Lumber and Hardware Company by 
the several special services it performs 
for low-income families in West Dal- 
las, Tex. On the window of the store, 
above, money orders are offered. At 
left, Manager Earl E. Tweed writes 
out a special company money order. 
He writes about 35 a day for customers 
to use instead of checks and _ postal 
money orders. A sub-office of the Dal- 
las Power and Light Co. is located in 
this store, which also is collection agent 
for an insurance company and proper- 
ty owners. 
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Proper Practices for 
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By H. RAY WYNNE* 


»» When a mill is being put up, 
it is customary to lay out or de- 
sign a lumber yard for stacking 
green lumber so that pile bottoms 
will be ready for instant use. In 
building pile bottoms today, most 
firms use sloping piles, sloped ap- 
proximately one inch per foot, and 
approximately eight feet wide, by 
16 feet long. The rear of the pile 
which is lowest, should be at least 
18 inches from the ground to avoid 
earth dampness, which creates 
mold and blue stain. 

Where flat piles are established 
for fork-lift handling, they are 
referred to as packages of lumber. 
A different yard design is em- 
ployed, as racks are used to as- 
semble the package before taken 
to the yard. 

It must be kept in mind that 
green lumber is quite flexible 
and easily bent or distorted with 
pressure from its own weight. 
(Some woods are more _ suscep- 
tible, according to specie.) There- 
fore, if lumber is properly stack- 
ed, straight and flat, with enough 
uniform-sized stickers, and by the 
weight of the stock above it, until 
dried, set, and rigid, it will retain 
this form indefinitely or as long 


3 | SPACE BOARDS | 
TO PROVIDE | 
a | 4106" FLUES 
FOR VERTICAL 
| CIRCULATION 
=| |APPROXIMATELY 
=] IS BETWEEN FLUES| 


| [TREATED, OR | 
|HEARTWOOD OF | | 
[DURABLE SPECIES) | 


SIDE VIEW 





PILE FORWARD 
3 |ONE INCH PER 
FOOT OF HEIGHT | == 


HAMHAN ANDRA AAD ARA 





Jpn MMM ARAMA RAG RRR RAAB q 


EL TTAMTIANAATTIAANLI 


i 
| 


a 
pe 


7 


NO Ik - — 
NI i ~6«6" POSTS 


SUS Ce SE UEC GUE OE UEP 


as it does not change moisture 
contents appreciably. 

Here again, we come to the art 
and skill of man, because stack- 
ing green lumber is an art within 
itself, especially in hardwoods and 
thick stock. 

Since evaporation from the end 
of the lumber is more rapid and 
faster than the radial surface, the 
ends of a board dry faster and 
may immediately show signs of 
end check and splits forming, 
especially in such woods as oak, 
poplar or gum. 

These factors are alarmingly 
serious ‘and are costly to both 
manufacturer and consumer, so 
teach your stackers to use wide 
stickers on the front and back of 
the piles. Place the sticker % to 
1 inch over and beyond the end 
of your lumber, which will great- 
ly reduce end checks and splits 

in any grade or thickness of lum- 
ber. Even low-grade lumber will 
benefit in this respect, as stackers 
sometime do not even look at 


*Wynne is a veteran lumberman with 
the W. M. Ritter Lumber Company, 
located in Atlanta, Ga. This is an ex- 
tract from a talk he made at the 
spring meeting of the Southeastern 
Lumbermen’s Club in Augusta, Ga. 
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the grade when stacking. 

Five stickers are commonly 
used to the average pile. 

It is safe to say after proceed- 
ing thus far, that our subject 
could be changed to read: “Pro- 
tecting our investment.” Anything 
can go wrong from here on out 
and no assembly line has a pat- 
tern such as the processing of 
lumber. Do we know how to pro- 
tect our investment? Can we just 
sit back and get an order for our 
stock when it is dry enough to 
ship? Can our yard crew handle 
the situation from here on out? 

The question is asked: “Should 
lumber be stacked anywhere on 
the yard? The answer should be 
NO. All No. 1 common and better 
lumber deserves to be stacked 
inside the yard, protected, and 
encircled by lower grades of lum- 
ber. Without question they will 
be protected from sun, wind, and 
rain. Unless you are severely 
cramped for yard space, and can 
not help yourself, never stack 
firsts and seconds on the outer 
circle of your yard. 

Stackers sometimes forget to 
put long lengths on the outer edge 
of the piles, which usually should 
be a 16-foot length. Proper spac- 
ing of boards are suggested for 
air circulation through the courses 

(See DRYING LUMBER page 60) 
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New Building Boosts Walk-In Trade 50% 


» Since the remodeled and en- 
larged store of the Hermann Lum- 
ber Company was officially opened 
last October in Hermann, Missouri, 
walk-in trade has increased 50 per 
cent, according to General Man- 
ager Albert Baumstark. 

With a beckoning “showcase” 
window, more and better display- 
ed lines of building supplies, and 
convenient parking space, the new 
building has helped competent 


personnel to boost sales volume 
25 per cent this year. 

According to Baumstark, a sur- 
prising part of this sales increase 
is in paints and accessories. The 
paint department, already a vol- 
ume producer, has enjoyed a 30- 
per-cent gain this year as a re- 
sult of larger displays in the more 
popular store. 

The new front was created by 
tearing away part of the old build- 
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ing that had been built in 1927. 
The display room and sales floor 
was increased to 40 by 50 feet. 
It formerly was 18 by 30 feet. 
Other new features are a new 
private room for home planners 
and credit customers and a new 


Six materials are combined to make 
the attractive front of the Hermann 
Lumber Company’s new building in 
Hermann, Mo., seen above. Two kinds 
of wood paneling, stone, brick, asbestos 
siding, and plate-glass enhance the 
structure. 

The new planning room, seen at 
left, is air-conditioned and electrically 
heated. It insures privacy for custom- 
ers talking over their home plans and 
arranging credit terms. 
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office for Manager Baumstark. 
Both of these are air-conditioned 
and heated electrically. 

The planning room is 12 by 12 
feet. It is located near the front 
store entrance and is closed off by 
folding plastic doors. This permits 
private conferences on home plans 
and credit accounts. 

Comfortable chairs and a table 
and wall racks full of plan books, 
product literature, and magazines 
invite browsing and planning. 

“Besides furnishing privacy for 
the customer,’’ Baumstark explain- 
ed, “‘this room gives our customers 
the feeling that they are not in 
the way and can take all the time 
needed to make their selections 
and decisions. This allows them to 
do a better job of planning and 
buying — and they are more sus- 

(See NEW BUILDING page 62) 


Modern and compact fixtures are illus- 

trated by this island display of plumb- 

ing supplies in the new Hermann 

stores. All items are price-tagged. Part 

of big tool display is seen in back- 
ground. 


Manager Albert Baumstark talks over a deal, above, with a customer at 


the 


new order counter. Note the many point-of-purchase displays used 
on counter and walls. Paint sales have increased in larger store. 
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HOO-HOO — 


its past, 
present, future 


»» The International Concatenated 
Order of Hoo-Hoo is the fraternal 
order of lumbermen, and is rec- 
ognized as an industrial fraternity 
— the only one of its type. 

All members of the industry 
who have ever attended a lumber 
convention will appreciate the 
story of Hoo-Hoo’s birth. Hoo-Hoo 
was born January 21, 1892, at 
Gurdon, Arkansas. 

Coming from a lumber conven- 
tion, five men were marooned 
at Gurdon by delayed trains, and 
they were responsible for Hoo- 
Hoo’s birth. Each man represent- 
ed some phase of the industry. 
Bolling Arthur Johnson, publisher 
of a lumber trade paper and a 
gifted man of fertile mind, was 
the originator. It was his idea 
that a fraternity of all men engag- 
ed in the lumber industry would 
be a constructive factor leading 
toward more enlightened coopera- 
tion. The need for tolerance and 
understanding for each other’s 
problems was the motivating force. 

The result was a fraternal or- 
ganization which adopted as the 
keynote that, to work together 
well, men must know each other 
and must know how to play to- 
gether. It was established forth- 
with that its members must be 
identified with some phase of lum- 
ber and forest products. Eligibility 
rules restricting its membership 
along these lines were adopted, 
and have served as a_ guide 
throughout its existence. 

To the uninitiated, an explana- 
tion of the Hoo-Hoo name and 
titles should be of interest. The 
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By BEN F. SPRINGER, Secretary 
Hoo-Hoo International 


correct name is the “International 
Concatenated Order of Hoo-Hoo.”’ 
“Concatenated,” Webster tells us, 
means chained or linked, and thus 
would appear quite fitting for the 
chain of fraternity. 

“Hoo-Hoo” was born in the im- 
agination and its meaning and ap- 
plication need clarifying. Accord- 
ing to some, it answered the desire 
for a name that would amuse or 
possibly intrigue. As such, it has 
served well. The best explanation, 
however, is that the early lumber- 
men, possibly the man in the forest, 


cupped his hands to his mouth and 


called “Hoo-Hoo” when summon- 
ing help in a moment of distress. 
Here, too, is the idea of brotherly 
love and aid. 


Commemorating the 
founding of the frater- 
nity in Gurdon, Ark., 
January 21, 1892, the 
Hoo-Hoo monument in 
Gurdon is seen above. 
This new side _ bears 
the names of all past 
snarks. The reverse side 
bears the 1909 memo- 
rial tablet. 

Youth activities are 
the major interest of 
most Hoo-Hoo clubs. At 
right, Benson Jones 
presents a wood iden- 
tification kit to the 
“Mayor of Atlanta Boys 
Club.” Atlanta Hoo-Hoo 
furnish a woodwork in- 
structor and_ supplies 
for this club. 


At the time of its origin, the 
fathers of Hoo-Hoo delved into 
Egyptian lore for titles, customs, 
and ritualistic suggestions. A black 
cat with its tail curled as the figure 
9 was selected as the emblem of 
the order. The figure 9 also gov- 
erns in the Ritual of the Order. 
Thus 9 men headed by the Snark 
of the Universe, represent the 9 
Jurisdictions of Hoo-Hoo. 

These 9 men, in addition to the 
Snark are titled: Supreme Hoo- 
Hoo, Senior Hoo-Hoo, Junior Hoo- 
Hoo, Scrivenoter, Bojum, Jabber- 
wock, Custocatian, Arcanoper, and 
Gurdon. These nine men constitute 
the board of directors — the Su- 
preme Nine. In 1939 Hoo-Hoo was 

(See HOO-HOO HISTORY page 98) 
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Make this EYE-LEVEL test 


with a 
WOODTEX: 


SHINGLE! 


You'll see how 


35 EXTRA POUNDS 


of weather-protecting materials per square 


give extra strength, texture and sales-appeal ! 


Take a Certain-teed Woodtex 
Asphalt Shingle in your hands. Hold 
it flat at eye level and peer across 
its surface. You'll see a graining 
and texture unlike that of any other 
asphalt shingle on the market. 


It’s a raised graining, not an em- 
bossed one. It’s actually built up 
on the weather-exposed surface of 
an extra-weight base. It represents 
35 additional pounds of weather- 
protecting materials per square— 
extra heft and texture that insure 


Cortain-lee 





REG. U.S. PAT. OFF. 


SOUTHERN BUILDING SUPPLIES for SEPTEMBER, 1957 


many added years of beauty and 
rugged resistance to wind and 


weather. 


Make the Woodtex eye-level test— 
and you'll readily stock this fine, 
distinctive shingle. Then use the test 
yourself to show your customers 
the extra beauty and weather pro- 
tection Woodtex offers. 


Woodtex literature is yours for the 
asking. Just contact your nearest 


Certain-teed supplier—or write to us. 


<n SOLD THROUGH 
Certain teed 
Amntona 


PRODUCTS 





Products of Certain-teed Pr 


Here’s the 35-lb. difference 
that makes Wocdtex what itis! 


Over an extra weight base, on the exposed 
“‘weather half’’ of the shingle, an addi- 
tional heavy coating of asphalt is applied 
in a distinctively grained pattern, 


Final mineral surface granules are then 
pressure-imbedded in the asphalt grain- 
ing to achieve the massive 250-ib. heft 
and texture of Woodtex construction. 


jucts Corporation 


BESTWALL CERTAIN-TEED SALES CORPORATION 


SuILOING 120 East Lancaster Avenue 
EXPORT DEPARTMENT: 100 East 42nd St., New York 17, N.Y. 

ASPHALT ROOFING e SHINGLES ¢ SIDING e ASBESTOS CEMENT e SHINGLES AND SIDING 
FIBERGLAS BUILDING INSULATION « ROOF INSULATION e SIDING CUSHION 


Ardmore, Pa. 


For more details on above items, use Coupon on Page 66 











. Thats right 
™ IT’S ALMOST 
YY” WINTER AGAIN _ 
BE READY WITH = 
a 
ALL-NEW 


Vulco-ett 
ALUMINUM OVER 


Storm Sash 





MASTER FRAME — 
DOUBLE Weather. 
stripped, Inserts 


ride on VINYL. 







Rattle-proof and 


a 


a and Sash INTER. 


A LOCK at Meeting Rail. 
Extruded Master Frame is quickly as- 


sembled with corner gussets, requires 


Dust-proof. 


Yoox LOCK in 


any position. 


no rivets or screws. LOW COST! 
. The New Vulco Vulco-ett OVERLAP Aluminum Storm 
Sash furnished on Vulcan's Semi K-D Plan assures W T H H l G H P R I CE 
APPEARANCE 


Quick Delivery of any size with small inventory! 


A Leader in the Industry since 1945 










N . Member: “National Association of Manufacturers” , 
BUY ws “Frame Screen Manufacturers Association” 3 
QUALITY GUARANTEED — MAIL COUPON TODAY y 
Pes Ses Se FS CPPS SPSS eee ia, 
H To: Vulcan Metal Products, Inc., Dept. SBS + 
| 2801 6th Avenue, South = 
: Birmingham, Alabama : 
@ Please send me complete information about g 
@ VULCAN Quality Products and VULCAN § 
: Service. No obligation. e 
METAL PRODUCTS, Inc.H H 
2801 6th Avenue, South H NAME - i te ciara anata H 
Birmingham, Ala. a ADDRESS g 
+ ee ee ee ee 
NEVER yout COMPETITOR 1 H 
|: = Se 
Titi 
Sales Offices: Atlanta, Ga.; Birmingham, Ala.; Boston, Mass.; Chicago, Ill.; Liberty, 


Mo.; New Smyrna Beach, Fla.; Somerville, N.J.; Tyler, Tex.; York, Pa. 
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MOVING AHEAD 
(Continued from page 42) 


the city, which immediately razed 
the buildings and converted the 
yard to a municipal parking lot. 

Shepard’s move was from the 
old 90,000-square-foot yard to a 
140,000-square-foot plot two miles 
away on U. S. Route 301. This is 
the main traffic artery from Sara- 
sota to Miami. 

At a cost of $90,000, last fall 
Shepard built and moved into his 
new building supply yard. A 27,- 
500-square-foot storage shed pro- 
vides more space than the entire 
old location covered. The office 
and showroom building contains 
6,000 square feet. Outside yard 
storage of 35,000 square feet was 
made available. 

The spacious front parking lot 
accommodates 60 or more cars. 
Additional parking space is avail- 
able behind the offices. 

“We handled $683,000 worth of 
building supply sales in the first 
six months of ’57 compared to 
$505,000 during that part of last 
year,’ Shepard said. “At the same 
time, our expenses fell 7 per cent.” 

Simplification of warehouse space 
and the purchase of two Hyster 
fork-lift trucks, of 4,000- and 10,- 
000-pound capacities, made it pos- 
sible for Shepard to dispense with 
one warehouseman and two yard- 
men. The old location had been 
so cramped as to stymie any effort 
to use these labor-saving machines. 

The more efficient yard arrange- 
ment and equipment have reduced 
the proportionate handling cost for 
Shepard. 

As seen on the S-B-S cover this 
month, Bill Shepard’s office has 
been strategically located. Seated 
at his desk, he faces the entire 
showroom. He can tell if a cus- 
tomer awaits service at one of the 
many product displays or the sales 
counter, has been greeted by a 
clerk, or has continued on to the 
cashier’s office. By turning around, 
Shepard can look through jalousie 
windows over the wide expanse 
of yard from the storage sheds to 
the railroad unloading area — and 
see customers in the warehouse 
sheds. 

In moving to his new location, 
Shepard decided to sell his mill- 
work shop and to gradually with- 
draw from the appliance business. 
He has an arrangement with the 
new owner to do needed millwork 
for his customers, so he can keep 
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GET ACQUAINTED with the 
advantages of using ‘‘Utility” 


¢ 


Webster defines utility as: Quality or state of being useful. 


And that completely describes “Utility” grade West Coast oe a nein testes teal ten 
ym a new booklet, “Utility Is the 
' Word for Lumber."’ Use coupon 


lumber, strong, sturdy AND economical. It fills the bill in 
scores of construction job details where strength and de- 


pendability are required. The use of “Utility” lumber saves oT 


below. 


money. 
WEST COAST LUMBERMEN'S ASSOCIATION 


Room 218, 1410 S. W. Morrison St., Portland 5, Oregon 


Please send your booklet ty Is the Word for Lumber'* to address below: 





Name. 


WEST COAST LUMBER 


Douglas Fir * West Coast Hemlock 





ee 


Western Red Cedar «+ Sitka Spruce Cit 
ity 
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DIXASTEEUD BUILDINGS 


TRACE MARK 


for business and industry 





IMMEDIATE ERECTION » AMAZINGLY LOW COST 


DixisTEEL BurLpincs are planned to suit your specific needs. 
Virtually any length, width, or sidewall height can be obtained 
from standard units. Rigid-frame, clear-span, post-free construc- 
tion. A full variety of accessories available. You can own a 
DixisTEEL Building for as low as $1.50 per square foot. 


TYPICAL OF THE WIDE VARIETY AVAILABLE 





RETAIL STORE 
This building is 50’ x 100’ 


with no columns or obstruc- 
tions. Decorative front. Ware- 
house space in rear can be 
easily expanded. 








MAINTENANCE SHOP 


This open front clear-span 
building is 30’ x 100’. It is 
ideal for storage of materials, 
parts and equipment, Plenty 
of working space. 








MANUFACTURING 
PLANT 


This multiple building con- 
sists of two 70’ x 100’ units. 
Additional units can be added 
to sides or ends, when expan- 
sion is needed. 














FREE ESTIMATES—NO OBLIGATION 


STEEL BUILDING DIVISION 


Atlantic Steel Company 


P.O. BOX 1714 + ATLANTA 1, GEORGIA > TRinity 5-344] 











cutting and woodwork to a mini- 
mum in his yard. He found the 
mill management too much of a 
headache along with dealer re- 
sponsibilities. 

Although he has long sold home 
appliances, Shepard is withdraw- 
ing from this line. He deplores low 
mark-ups and cut-throat competi- 
tion, the costs of servicing long- 
range warrantees to the satisfac- 
tion of most customers, and poor 
collections from poor credit risks. 
He said that “on $60,000 worth of 
appliance accounts, we had more 
write-offs of bad debts than on 
the rest of our building-supply 
accounts.” 

Cannily, Shepard provides office 
space in his building for an insur- 
ance agency. This agent handles 
all of the Shepard Lumber Com- 
pany’s FHA loans for new homes 
and improvements. They work to- 
gether in making packaged deals 
for the homebuyer or owner, lin- 
ing up necessary contractor serv- 
ices and plans. 

Of Shepard’s 700 account cus- 
tomers, 100 are builders or im- 
provement contractors. Shepard 
offers them special buys in build- 
ing supplies via periodic mailings 
of postal cards. The other custom- 
ers are mostly home-owners and 
Do-It-Yourselfers, who are called 
on by Shepard’s outside salesmen 
to promote home improvement 
sales. 

All 24 Shepard employees share 
in the profits through a special 
bonus system he devised. They 
share in a percentage on the sales 
above the break-even point, based 
on $10,000 intervals. 

Explained Shepard, “During the 
first four months of the year, em- 
ployees averaged a _ 15-per-cent 
bonus — from truck drivers up. 
This assures us a_ closely-knit 
working team at every stage of 
our operations.” 


HANDLING STALLS 


(Continued from page 47) 


into your voice as the customer’s 
objection is acknowledged. This, 
of course, should be avoided to 
keep the good-will of the customer 
so the sale can be closed without 
a hitch. 

When you anticipate the stalling 
customer, there is always the dan- 
ger that the mental thought of 
waiting will be transferred to the 
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WINDOW GALANCE 




















# SALES- TOUGH! 


Let your customers try it — you'll be surprised how many will buy it because 
ROW Lif-T-Lox easy lift windows sell themselves if given a chance. Here 
is a window with a genuine sales touch of its own! Pressure of the fingers 
does it — that’s all it takes to open, close and remove this beautifully 


designed, marvelously balanced Lif-T-Lox window sash. 


Lif-T-Lox window sash is Removable, too, for easy, convenient cleaning and 
painting — a feature that also reduces breakage during construction and 
lowers cost. And the self-contained Lif-T-Lox window balance “stays put” 
automatically when sash is removed. There’s nothing like it! Ask for 


details about M W’s Merchandising plan. There’s no obligation. 


MANUFACTURED BY 


Uistributoe-ra- 


MANUFACTURERS OF MILLWORK © DISTRIBUTORS OF BUILDERS SUPPLIES 





Rocky Mount, Virginia 


Formerly Known as R*O°*W Distributors 
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customer. For instance, if several 
customers in a row have used the 
same sales stall, “I want to think 
it over,” you may think the next 
customer will say the same thing. 

Chances are good that this 
thought will be transferred to the 


customer and he will say: “I want 
to think it over.” 
On the other hand, when you 


assume that the customer will buy, 
this feeling of confidence is caught 
by the customer. 

With this positive approach to 
the sale, you can use planned sales 
strategy in closing the sale. For 
instance, you can use the time- 
tested ‘“‘choice’”” method of closing. 
The customer is given a choice of 
delivery or taking, a choice of cash 
or credit, etc. 

This technique, coupled with the 
positive attitude about closing the 
sale, makes it easy for the custom- 
er to make up his mind. Even for 
the customer who hates to make 
a decision, this subtle closing tech- 
nique often avoids the sales stall, 
“T’ll think it over.” 

Sales stalls are costly. The cus- 
tomer spends twice as much time 
buying. The salesman spends twice 
as much time selling. And, the 












jh On 


building supply dealer’s costs go 
up each time a customer stalls. 
You can avoid many sales stalls 
in your building supply business 
by following this simple three-step 
selling formula: 
1. Understand the stall. 
2. Acknowledge the sales stall. 
3. Close tactfully with a choice. 


FLOOR TRAFFIC 


(Continued from page 48) 


and fishing licenses for the state. 

Tweed says that 80 per cent of 
those who come to the store for 
these other purposes, also buy 
merchandise while there. 

“In fact,” he adds, “I know, too, 
that the other 20 per cent are 
customers. They come to pay the 
light bill, the rent, the insurance 
premium, or to buy money orders, 
and they tell me they need some 
item of merchandise, but that they 
will get it next time they are in. 
They just don’t have the money 
to spend all at once.” 

It was natural for the light com- 


pany to approach Tweed with the 
proposition for establishing a sta- 
tion where West Dallas customers 
could pay their bills, for West Dal- 
las is some miles to the light firm’s 
office and bus fare is 20 cents each 
way. Tweed’s store is as progres- 
sive and substantial as any retail 
business in West Dallas. 

It was an equally logical selec- 
tion for the insurance company, 
and as a rent collection center. 
Tweed got into the money-order 
business because it looked good. 

He had been issuing money or- 
ders as agent for a finance com- 
pany. When this company with- 
drew, Tweed decided to take over 
the money-order project. Financing 
to start with was hardly a prob- 
lem, with proceeds from money- 
order sales being deposited daily. 
Now his money orders, drawn on 
the special Dallas Lumber and 
Hardware Company account in the 
Industrial National Bank of Dallas, 
are recognized in Mexico, in State 
of Texas offices, and by a widen- 
ing circle of business institutions 
and banks in the North Central 
Texas area. 

Tweed charges 15 cents for a 
money order worth up through 





IT PAYS TO KEEP IN 

GOOD WITH YOUR 

CUSTOMERS, TOO! 
MAKE GARDNER'S 






AVAILABLE TO THEM. 




















x WATERPROOFING 
COMPOUNDS 
x ROOF CEMENT 


x ROOF COATING 

















GARDNER ASPHALT PRODUCTS CO. 


POST OFFICE BOX 5776 
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TAMPA 5, FLORIDA 
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FIR PLYWOOD PROFIT POINTERS 





FIR PLYWOOD 


DECORATIVE 


PANELS a. 
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RELIEF GRAIN STRIATED EMBOSSED Texture One-Eleven 


A sculptured effect is created A fine and pleasingly regular A special surface pattern Combines line and texture in 
in these interesting panels; texture, formed by cutting created by passing the panel one panel. Deep-cut grooves; 
between embossing rollers, shiplapped edges. The sur 
cae 2 under pressure. A distinctive face is unsanded, with natural 
away to accent the natural surface. Striated fir plywood  « s : ; <: ; 

: \ j ; Ki nubby” texture. Available in wood texture emphasized. Ex- 
grain pattern. Interior and is made in both Interior and oth Exterior-ty pe and In-_ terior-type only. Especially 
Exterior available. Exterior-type panels. terior-type panels suited for siding applications. 















































the softer wood is brushed _ thin parallel grooves into the 


PROFITABLE—SALEABLE 


Decorative fir plywood panels offer scores of op- 
portunities for added sales—to builders, industrial 
users, do-it-yourself craftsmen. Sell these distinc- 
tive plywoods for interior and exterior accent 
walls... for paneling and built-ins... for fixtures 
and displays... for home and commercial build- 
ing. It will pay you to keep a well-rounded stock 
of special decorative fir plywood on hand—along 
with your regular inventory of Interior and Ex- 


terior panels (DFPA Quality-Tested, of course! ). 


SALES HELPS FOR vou! 


Write for information regarding sales aids featur- 


ing fir plywood decorative panels. Douglas Fir 





iL bbe ORE Plywood Association, Tacoma 2, Washington 
COMMERCIAL DO-IT-YOURSELF (USA only). 





INSIST ON DFPA GRADE-TRADEMARKS 


You protect your reputation (and repeat sales) when you sell fir plywood 
carrying the DFPA trademark—your assurance of quality-tested panels. 
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$10; from there up through $50, 
the charge is 25 cents; over $50 
and up through $100, the charge 
is 35 cents. $100 is the limit; 
amounts in excess of that require 
two money orders. The _ store’s 
record for total money orders sold 
in one day is 149. 

“Those are not the only services 
that draw customers to our store 
and keep them coming back,” 
Tweed points out modestly. 

“We will deliver anything, any 
time. We try to give the best of 
service in all respects.” 
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32’, 44’, 50’ and 60’ 


Steel Span 


FRAMES 


.. PROFIT-BUILDING Sale For You! Y 


DRYING LUMBER 


(Continued from page 49) 


and pile. The draft of air is usu- 
ally downward, thus making spac- 
ing of boards and flue holes im- 
portant in the drying process. 

If high-grade lumber is to bring 
us a fair return and help balance 
the loss of low-grade lumber, then 
surely it is worth special atten- 
tion. It is absolutely amazing what 

















SIDING, ROOFING, 
DOORS & WINDOWS, 
HARDWARE from Your 
Stock 


You Sell ALL MATERIALS COMPLETE 


Get your share of the billion dollar building business — and make yourself 
a nice profit! With Steel Span, you sell COMPLETE factories, warehouses, 


farm buildings, schools, shops, garages, offices. 


Rigid Steel Span Frames 


are built with the strength of a bridge — available in widths of 32’, 44’, 
50’, 60’ and multiples, any length, Precision-fitted at the factory, easily bolted 
on the job. Steel Span Buildings provide 100% usable space, wall to wall 
and roof to floor. Attractive, fast and easy to erect. Get in on this Steel 
Span PROFIT BUILDING PLAN. Write for complete details today. 
Cuckler Manufacturing Co., Dept. SB-3, Monticello, Iowa. Sales Offices: 


Memphis, Oklahoma City. 


SOLD EXCLUSIVELY 
THROUGH RESPONSIBLE 
LUMBER AND BUILDING 
MATERIALS DEALERS 
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--- SPANS THE YCOUNTRY 


a few simple procedures will do 
to protect our investment. 

Stacking lumber neatly, even 
low grade, will ultimately and 
without question yield better and 
nicer stock, than that which is 
carelessly thrown on a pile like 
dunnage. Such lumber will even 
yield a few dollars more than the 
average. 

Put a sun roof on all your No. 1 
common and better piles, regard- 
less of thickness. Tin roofing is 
best, but low-grade stock will pay 
for itself many times over. 

It should extend well over front 
and back of the piles, as well as 
overlap the sides if possible. Fas- 
ten down securely, or put weight 


enough to hold it firm, so wind 
will not blow it off. 
5/4 and thicker stock, especial- 


ly oak, should be end-boxed to 
retard and slow down drying. 8/4, 
10/4, and 16/4 should be boxed all 
around for maximum protection, 
and should by all means be paint- 
ed on the end, with a seal and 
paint. This is a wonderful way to 
keep thick stock indefinitely. 

Air seasoning of lumber is like 
any process of drying wood. It 
is dependent upon the tempera- 
ture, humidity, and circulation of 
surrounding air. Therefore, re- 
gional climatic conditions, such 
as elevation, topography, and 
drainage, affect the seasoning of 
lumber. 

Regardless of your yard meth- 
ods, a warm, dry, and windy 
climate is faster and gets lumber 
down to a lower moisture point, 
than a damp, cold, and humid 
climate. 

In drying, wood dries from the 
outside in. It starts to shrink when 
it begins to lose moisture. It is 
very difficult to say that lumber 
will dry in so many days or 
months, due to many factors in- 
volved, like cold, snow, rain, damp 
rainy weather with little sunshine. 

Dipping lumber prevents stain 
— and so does proper spacing of 
your lumber. 

If extreme checking is observed, 
lower height of pile, stack a little 
closer together and add _ several 
stickers to the course. 

A smart way to handle 10/4, 
12/4, and 16/4 hardwood stock, 
is to stack half a pile, then fin- 
ish out the pile with 4/4 or 5/4 
stock. This will afford the thick- 
er stock much needed protection 
and the thinner stock will come 
dry so much faster than the 
other, thus it will be shipped 
out long before the thick stock 
becomes dry. 
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It’s getting to be 


Who woulin’t use asbestos siding on the house when 
it looks as handsome as this Flintkote Flintwood* 32 (with 


its exclusive grain-over-grain wood pattern)? Flintkote’s own 


insulating Shingle Backer helps it throw those deep shadows 
under every course... produces the crisp saw-cut profiles at 
corners. Flintwood 32 comes in 7 handsome colors. A Dura- 
Shield® Silicone Finish helps seal them in, keep them fresh and 
clean. Flintwood 32 is fire-resistant, too... On our roof is an- 
other Flintkote product: Aurricane-resistant Seal-Tab Shingles. 


a 


BEST in the HOUSE selects FLINTKOTE again 
ooo make this habit pay off big for you! 


Above is an actual photograph of 
Flintkote building materials in- 
stalled on the famous model home 
“‘Best in the House’”’. 

These materials... handsome 
Flintwood 32 Asbestos Siding and 
hurricane-resistant SEAL-TAB 
shingles... are shown and described 
in the popular ‘“‘Best in the House’”’ 
advertising feature, appearing in 


The FLINTKOTE COMPANY, Building Materials Division 


30 Rockefeller Plaza, New York 20, N. Y. 


SOUTHERN BUILDING SUPPLIES for SEPTEMBER, 


the September issue of Good 
Housekeeping. 

Among the millions of Good 
Housekeeping readers are many of 
your own good customers and pros- 
pects. People who have noted time 
and again that Flintkote Building 
Materials are selected for ‘“‘Best in 
the House’’. . . and backed by the 
Good Housekeeping Guaranty Seal. 


1957 


Take full advantage of this grand 
opportunity to increase your sales. 

Let everyone in your community 
know that you are a Flintkote 
Dealer. Build a display of Flintkote 
materials . . . using all the “‘Best in 
the House’? promotion materials 
available to you free from your 
Flintkote Representative. 

Get these materials today. 
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NEW BUILDING 


(Continued from page 51) 


ceptible to improvement sugges- 
tions.” 

Private conferences in this room 
also are helping the Hermann 
Lumber Company to expand its 
credit business. Baumstark said 
it “already has paid off in a big 
way.” 

Swinging displays of the NRLDA 
type in the store make it easy for 
customers to compare and select 
all sorts of building materials. 

Complete displays of plumbing 
supplies have helped push the de- 
partment’s sales volume to a new 
high. 

All merchandise in the store is 
price-marked to expedite  self- 
service. The Hermann firm was 
a pioneer in this section in the 
pricing of lumber by the piece 
rather than by board foot. Baum- 
stark said a man who would howl 
at a price of 1,000 board feet, 
wouldn’t complain when quoted a 
price per piece of lumber. 

The Hermann Lumber Company 
has 21 employees, including those 


who work for the nearby ready- 
mix concrete plant. Baumstark 
said he lands many more building 
jobs since he can furnish the con- 
crete, too. This permits him to 
sell “the complete bill of goods.” 

Baumstark now serves as presi- 
dent of the East Central Missouri 
Dealers Assn. His son Charles is 
assistant manager of the Hermann 
yard. Two other sons, Albert Jr. 
and Emil, manage lumber yards 
in other cities. All have taken sev- 
eral of the sales and management 
courses made available by the 
Southwestern Lumbermen’s Assn. 
So have other key employees of 
the Hermann firm. 


FHA Change May 
Tap Pension Funds 


A recent change in Federal 
Housing Administration regula- 
tions for the first time permits 
lending institutions to dispose of 
partial interests in FHA-insured 
mortgages by the issuance of notes, 
participation certificates, or other 


A dependable source of superior 
redwood... the CRA mills. 





‘CRA Certified DRY’ redwood 


The following mills produce and ship 


CALIFORNIA 
REDWOOD 


forms of security. 

Under such plans, persons other 
than established lending institu- 
tions will be able to buy beneficial 
interests in FHA-insured mort- 
gages by purchasing securities 
issued by the FHA-approved len- 
der which holds the insured mort- 
gages. 

The first institution to take ad- 
vantage of the new regulations is 
Instleorp, Inc. It is a subsidiary of 
Institutional Securities Corp. of 
New York, which is owned entirely 
by New York mutual saving banks. 
Instleorp, Inc., has filed copies of 
a proposed plan under the terms 
of which it will issue notes secured 
by FHA-insured mortgages. 

Instleorp intends to sell these 
notes to pension trust funds, which 
many people consider a great un- 
tapped source of financing in the 
mortgage market. The resources 
of the pension and welfare funds 
of the nation’s industries and of 
its labor unions have been various- 
ly estimated at between $40 billion 
and $60 billion. 

Trustees of these funds have in- 
dicated a strong interest in in- 
vesting a substantial share of the 
funds in the mortgage market. 





ARCATA REDWOOD COMPANY 
P. O. Box 218, Arcata, California 


HAMMOND-CALIFORNIA REDWOOD CO. 

417 Montgomery St., San Francisco 6, California 
HOLLOW TREE REDWOOD COMPANY 

P. O. Box 178, Ukiah, California 


HOLMES EUREKA LUMBER COMPANY 


Redwood Sales Company, Eastern Distributor 
1430 Russ Building, San Francisco 4, California 


THE PACIFIC LUMBER COMPANY 
100 Bush Street, San Francisco 4, California 


THE PACIFIC COAST COMPANY 
P. O. Box 611, Willits, California 


SIMPSON REDWOOD COMPANY 
3100 Russ Building, San Francisco 4, California 


UNION LUMBER COMPANY 
620 Market Street, San Francisco 4, California 


WILLITS REDWOOD PRODUCTS COMPANY 


Hobbs-Wall Lumber Company, Sales Agent 
2030 Union Street, San Francisco 23, California 


CALIFORNIA REDWOOD ASSOCIATION 


576 Sacramento Street + San Francisco 11, California 
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the 
holes 


Keep cellars dry ... drain wet spots... 
make septic tank filter beds work better 


The scientific design of Orangeburg Brand Perforated Pipe. . . 
with two rows of °,” holes, on 3” centers, 100 degrees 
apart . . . increases drainage capacity . . . creates uniform 
seepage . . . Unique Snap Couplings maintain positive 
alignment . . . prevent silting . . . Lightweight 8-foot lengths 
grade easily, install easily, save time and cut cost. Orangeburg 
Perforated comes in 4” size . . . it is the ideal pipe for founda- 
tion drains, septic tank disposal fields, land drainage. 


j 


Orangeburg Perforated Pipe keeps Unique Snap Coupling maintains 
cellars dry. Makes efficient, long- alignment, gives permanent joint 
lasting foundation footing drains. cover, permits seepage at joint. 


ORANGEBURG ..... 
perforated pipe 


For house sewers, run-offs from downspouts and other tight-joint 
drainage lines use Orangeburg Brand Root-Proof Pipe. 


Make sure you get genuine Orangeburg. Look for the Brand Name 
on Pipe and Fittings. Write Dept. SBS-97 for more facts. 


ORANGEBURG MANUFACTURING CO., INC., Orangeburg, N.Y.. Newark, Calif. 
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uniform quality 
every time in 
aluminum 
jalousies 


built and backed 
by TRUSCON 


Truscon® Aluminum Jalousie Windows are 
designed right, built right... to sell right 
...and to stay sold. Only a window manu- 
facturer of Truscon’s scope and experience 
can give you such consistent high quality— 
quality that never varies, order after order. 


Truscon makes corners square, for true 
fit in the wall. Weatherstripping that really 
seals. Operators that work. Design that 
pleases. In a complete size range for every 
possible job. 

Get into the act. Start making money on 
fast-moving jalousies. Get the full Truscon 


story. Return coupon today. 


ae 


TRUSCON STEEL DIVISION - REPUBLIC STEEL 
Dept. C-4414 
1050 Albert Street - Youngstown 1, Ohio 


° TRUSCON STEEL DIVISION 


filo REPUBLIC STEEL mays 
MARK OF MERIT Youngstown 1, Ohio 


PRODUCTS 


Yes, I'd like to learn more about a really good aluminum 
jalousie. Send me facts. 





Name 
A NAME YOU CAN BUILD ON 
i coememienenaediieiamenamedinnanientdl 





Firm 


Address 
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ae. ee JOO. Conventional and 

usual Truscon jalousies are illustrated 
my a ee ~| is-page folder. Detail drawings show 
how installati are made in wood frame, brick 
veneer, solid masenry, and concrete block. Truscon 
Steel Div., Republic Steel, Bom. SBS, 1050 Albert 
Street, Youngstown 1, Ohio. 


102-F. ALUMINUM AWNING WINDOWS. =e 
yace ee describes window features rs = 
tion details, an 7 and sizes of standard and 
modular - ¥-—4 Stanley Building Specialties Co., 
Dept. SBS, 1890 N.E. 146th Street, North Miami, 





101-F. ALUMINUM WINDOW SCREENS. 16-page 
component parts catalog illustrates to scale all 
oy pt and parts for window screen fabrica- 
tors. Also ustrated literature on screen doors. 
Uni- “emp, Products, Inc., Dept. SBS, 1010 West 
Kansas, Kan. 


101-E. seeeas, WEATHERSTRIPS. Southern Metal 
threshol and weatherstrips are illustrated and 
bam in catalog No. BIA. This four-page bro- 
chure covers available sizes and contains price 
and order information. Southern Metal ucts 
bg Dept. SBS, 921 Rayner Street, Memphis 14, 


102-E. PRESSURE- zeaetEe LUMBER. a 
Building Dollars With Wolmanized Pressure- 

Lumber” is a is-pase brochure mites can a fn 
cations of lumber treated against deterioration — 
rot-producing fungi and termites. Koppers 

sae , Dept. SBS, 150 Koppers Building, Pittsburgh 
103-E. METAL FIREPLACE UNITS. An 18-page 
catalog shows , = Vestal line of metal fireplace 
units, including dampers, log rests, grates, and ash 
dumps. aay descri sien and specifications ac- 
company each illustration. Vestal Manufacturing 
Co., Dept. SBS, Sweetwater, Tenn. 


104-E. eee PANELS. The advan ‘ 
uses, properties of shatterproof ux, 
== A vireetural panels are described in a 
two-color booklet. A color and square footage 
chart, with other specifications and recommenda- 
cluded. Corrulux, LOF Glass Fibers, 
Dept. SBS, P. O. Box 20026, Houston 25, Texas. 


103-F. MASONRY Lg Complete 
description, specifications, and al 
sample of Kay-Wall galvani: iy masonry 

ment are included in an_ illustrated folder. Key- 
stone Steel & Wire Co., Dept. SBS, Peoria 7, 


107-D. SLIDING DOOR HARDWARE. gy 
hardware, a , doors, Ly rs “folder, 

and —' 
It will help save hardware Bo y §4 


Pulley and Hardware Corp., Dept. SBS, ons 35 
itestone Parkway, Flushing, N. Y. 


105-D. FARM STEEL PRODUCTS. “Farmers and 
Handb in 76 pages supplies data on 








For more 
information 


Use This Handy Card 
NO POSTAGE REQUIRED 


Write in the code numbers of the HELP- 
FUL BOOKLETS of which you want FREE 
copies — and also the code numbers of 
the NEW PRODUCTS on which you want 
more information. Fill in your name, 
position, firm, and address. Tear out 
and mail today! 


HELPFUL BOOKLETS Free! 


On this and subsequent pages of S-B-S, you are offered an 

excellent selection of literature on new Building Materials and 

Products. For free copies of this helpful literature, just fill in 
and return the handy postage-paid reply card below. 





specifications and plans for the use of steel ma- how Nati 1 panel wind used as fixed 
terials Ly A pee ae and roofing on farms. Hand- picture units, toge e casement w sndows, single awn- 
book also includes meat-cut — 2 household helps. ing units, or stacked for imultiple- operating — 

th jou- 





on ne a Tennessee Coal Iron Division of ing units. 
8S. Steel Corp., Dept. SBS, Fairheld, Ala. ble-hung wood units. National Woodworks, Inc., 


106-D. WOOD AND METAL geaawe South _— ss, poate. Ys eben 
e outhern 
Screws Co., Dept. SBS, Statesville, N. C., offers a 3-A. DOOR LITE INSERTS. Southern Door Lite 
useful folder of “Instructions for Selecting and Co., Inc., Di 3 SBS, 46 W Boulevard 8. W., 
Using Wood Screws and Sheet Metal Screws.” Atlanta 10, Ga., offers a catalog that shows its 
lights, louvers, and re for flush doors. Specifica- 
23-B. BITUMINOUS SEWER PIPE. “Tips for In- tions for s, and 
stalling Orangeburg Pipe and Fittings’ details Royalplants. 
problems encountered in various types of soils and 
lists six tips on trenching and backfilling. It shows 43-D. FARM BOOK. Sixteen-page book shows uses 
how pipe easily sawed to fit. Orangeburg Manu- of Celotex products in service buildings and emnes. 
facturing Co., ine, I Dept. SBS, Orangeburg, N. Y. It includes detail drawings of application. For dis- 
tribution to farm building or prospects. 
2-A. RUST-RESISTANT NAILS. Pocket-size hand- The Celotex Corp., Dept. SBS, 120 8. alle St., 
book gives specifications ie rust-resistant Storm- Chicago 3, Il. 
nails, double-dipped in molten zinc. Shows 
5 styles and sizes with chart of uses. W. H. Maze 104-D. ee noer Ba” A 20-page 
Co., Dept. SBS, 40@ Church Boulevard, Peru, [il. Ceiling cn. 


} B. MORTAR CEMENT. a and Tables for 3, beam sizes, construction d 

User of Mortar Cement”’ a booklet covering plication tips. Insulite Division of Minnesota and 
Pens Dixie products and ath It includes ratios Ontario ee Co., Dept. SBS, 500 Baker Building, 
for mixing Se and estimating guides. Penn- Minneapolis 2, Minn. 


Dixie Cement » Dept. SBS, 60 East 42nd 
Btrest, New York 10) N'Y. 18-8. WALLBOARDS. Colorful literature presents 
Plastergon’s complete lines of laminated fiber wall- 
| METAL LATH, ee. Colorful cata- boards, Lockaire Paintcote interior, and Asphaltic 
brochure shows and describes types of metal sheathing inculating boards. Free samples. Plas- 
accessori: and partition systems of tergon Wal Co., Dept. SBS, Station B, 
Alabama Metal Lath Co., Dept. SBS, P. O. Box Buffalo 7, N. er 
992, Birmingham, Ala. Tables give fire test data 
and sound transmission loss for the partitions. 14-B. TENSION SCREENS. New dealer sales manu- 
al outlines 22 reasons for using Tension-tite alu- 
2-K. WINDOW, DOOR PRODUCTS. Vulco alu- minum screens and shows ph phs of a dealer 
minum screens and jalousies, Caseking screens, making a sale, with his explanat to the custom- 
Superior and Ideal storm sash, Dura-Bilt screen =. a Lang Co., D SBS, International 
o— and combination storm doors. hardware and ade Mart, New Orleans 2, La. 
cata- 
y SBS, 2801 13-B. INCINERATORS. Donley incinerators for 
Sixth Avenue South, Birmingham, Ala. homes, apartments, and other buildings are shown 
in a new catalog. ——- 
24-B. ASPHALT ROOFING MATERIALS. Four- given for flue-fed, floor-fed 
page catalog insert gives complete specifications, cated steel models. Donley 
descriptions of uses, and directions for both cold SBS, 13932 Miles Avenue, Cleveland 4 Ohio. 
and hot applications. It a asphalt roofing and 
an m Oil Co., Asphalt Sales, 1-D. ASPHALT ROOFING, SIDING. Filintkote 
Dept. SBS, El Dorado, ark. sidin; 


for 

102-G. BEVELED ,_ SIDING. A four-page brochure Complete data are ° given on 

and provides spe- insulation products, built-up and roll roofi 
cific data on pane coverage, weight, size and accessories. Flintkote Co., Dept. SBS, 30 
jeg Mg ——_ lap. — me overlaid feller Plaza, New York 20, N. Y. 
8 w a ra arbor Corp., 
Dept. SBS, Aberdeen, Wash = “i 33-B. MASONRY WALL REINFORCEMENT. Bul- 

letin gives specifications and shows Dur-O-WaL 

1-G. ALUMINUM SCREEN. Burns aluminum ten- masonry wall reinforcement with cavity, bonded, 
sion screens, full-frame screens, and screen cloth coursed, or stacked course masonry wall, and wall 
are described in an envelope-size folder. Catalog with plaster. Dur-O-WaL Products of Alabama, 
sheet lists advantages of the aluminum frame Inc., Dept. SBS, P. O. Box 5446, Birmingham 7, 
unit. Dodge Wire a, — SBS, 249 Ala. 


Spring Street 8. W., Atlanta, G 
39-B. METAL MOLDINGS. A 20-page catalog shows 
5-D. PANEL WOOD WINDOWS. Brochure shows full line of Premier aluminum and stainless steel 
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and See, It \ -- ge quationtion, 
SBS, P. 0. Box howe, Sn Weemastocm Ohio. ” 


101-C. PLYWOOD PRODUCTS. The Weldwood HELPFUL 
catalog (AIA ~~ 
recommended uses, sizes, te 
prod plywood eC. 
t. SBS, 55 West 44th BOOKLETS FREE! 
+. 


1-L, CEDAR-SHAKE PACKAGE. Literature de- 
— a handy a ae of — 
jumac shakes, -color nails, and “Jiffy 
Corners.”” It shows how Corners make a tight fit 
on outside walls. Perma Products Co., Dept. SBS, 
20310 Kinsman Road, Cleveland 22, Ohio. 


a PANEL WINDOW UNIT. The Zuber Beauti- 
101-B. BUILDING yRonuces. The new 68- 
window jescribed ag Pa the ‘full of ce 
aa ay RH -RR- 
uses. Line includes jalousi id IL hing! 
plastic and room dividers, and masonry 
rs Nova Sales Co., Dept. SBS, Trenton 





Lok doub ung ts. 
SBS, P. O. Box 964, Atlanta 1, Ga. 


Co. sanneres-camane Tse eo 109-C. WOOD SHUTTERS AND DOORS. The uses 

; all and oY of the new wae — 

1056 show show = ace A a bencdts c 
‘and exterior corru; ow: 

saieanen sheet. aor 4 a, ee oo 4 Fit 'n’ Finish Sg with movable” leavers. Sem 

SBS, Ambler, Pa. PR. Co., Inc., Dept. SBS, 5035 Willits Avenue, 
J 


=. Ler | Pre GLASS DOORS. 105-0. LUMBER, SouK 3. A u- 


ouch” is four-page folder 
booklet, ‘Where on Buy,” 
which gives specifications and installation ——- their fab 


—_— = icana”’ aluminum sliding glass doo 

Daryl Products xp. Dept. SBS, 7240 N. E. “ih nd 2 ~ A » ? 

eee wee wer shipping weights for Douglas fir, West Coast hem- 

15-B. LUMBER PACKAGING. ‘How to Protect lock, Sitka spruce, and Western cedar. est 
Coast Lumbermen’s Assn. — SBS, 1410 S. W. 
Morrison Street, Portland, 0: 


tec ‘umbe: with pe: shipping, storage, and 
A Amortoan ; 8 BF — Dept. SBS, At- 108-D. STEEL FRAME BUILDINGS. Eight-page 
tlesoro, Mass broch t d le accessori 








2-B. VITRIFIED a PIPE. Gute § folder de- 
scribes advantages of Dickey Perma-L: ipe for truss roof systems. _— 
house sewers a drains. It shows how uilt-in, Warehouse Division, P. O. y *; “na Atlanta 1, Ga. 


self-centering 1 up installa’ Ww. 5S. ea 

Dickey Clay Manutac Tarins bo Go. "Dept, SBS, F. 0. 111-B. WOOD WINDOWS. “For Happier Living 

Box 2028, Kansas Ci a 24-page, full-color booklet that shows in 

. oe and full-color pictures how to use Curtis 

1-A. FLUSH am: INSERTS. Catalog shows ilentite and Style-Trend wood windows in both 

Dixilite glazed inserts. Dixilouver door louvers, homes and leling jobs. Curtis Companies 
and eg decorative — > These flush-door Seretoe Bureau, Dept. SBS, Clinton, Iowa. 

a 2 ia are Sap x "oC —"D we | 4 103-B. Jan ni = PINE sovaces, USES. WPA’s 

% 0., > = 
ome. Sone s. L, -~ 3, Ga. ‘eg direc member mills 


A. available. 
101-D. ag = oy my SASH BALANCE. “Today 
—y ty? se of xh Dura;seal metal SBS, Yeon Building, Portiand 4, Oregon. 
e jouble-hung 
Satya Tembere nein Mingo, eg enon SA Benen Re ae 
8090 South Chicago Avenue, Chicago 17, met, wood Ss 5 eaiates sheet. The new sash unit does 
Lig MIDPOMAND CASING: Cormier eeiwars facturing’ Gp Depe” SUS, €1 ‘Commerclal Sted. 


109-B. woop AND MASONRY fooss. Catalog 
ae oe SO sngte howe aad s 
line of Hargrave yt, 
z* ills, 2 and 


chisels, punches, 
ters. Cincinnati Tool C Cor Dept. SBS, 2006 Waver- 
ly Avenue, Cincinnati 1 Ohl. 


se- -B. VerTeLasens. The Leslie line of vente, 

sg spec and cover 
Display screen available. in a catalog folder. Incl je slant roof 
SBS, P. O. Box 5133, ventilators, vertical wall and triangular louvers, and 
wall and under-eave ventilators. Leslie Welding 


t. 4 ‘ 
118-B. WOOD WINDOW WALLS. Complete line a 


wood window units for residential 
ial 110-B. PLASTIC WATER PUTTY. Catalog sheet 
shows home uses for 2 Roc! 
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102-C. FIBER ay gears. | “The Easy and 
te Repair and Renew Roofs” is a 
a covering the uses 
coa 


of G 
ting. Gardner. ag “Products Co., Dept. 
BS, P. O. Box 5776, Tampa, 


108. oS. acme SPECIALTIES. Joist hangers, 
a anchers, tilaters, win- 





Dept. SBS, 3761 
108-B. wee KITCHEN CABINETS. 
Maid 


cards also available from Dixie Cabinet Co., 
SBS, Morristown, Tenn. 


108-C. PLASTIC-FINISHED PANELS. 
3 

of colors and pat 

Panel, Woodpanel, Flax eo 

orelock. Marsh Wall Produc 

ian Ohio. 

116-B. SHORT-LENGTH LUMBER. Four-page fold- 
J Ren deal 


and 
ef SBS, 


Lumber Co. Dept. SBS, East Wacker Drive, 
Chicago 1, ii. 
106-B. FIR PLYWOOD FACTS. avqiabte to deal- 
are sent to Douglas Fir 

1119 A Street, Tacoma 2, 


ash 
t-size fi lywood fe 
frade-ase™ d ei, PIFees, Fale and much “know- 
ow.” 


IRON RAILING AND COLUMNS. Folder 
explains installation of complete ornamental iron 
~ B for Do-It- bh nto trade, and lists parts re- 
a and install Versa t 
Dept. SBS, Ledi'4, 4, Ohio. 
102-B. WOOD DOORS AND WINDOW: 
Ina Rimco Bey idors 
t  —- ae. A ‘older and 
rochure oe Rimco- 
lew fixed slight window cal all, com- 
ions. Island Millwork Co., Dept. SBS, 





107-C. ALUMINUM DOORS AND WINDOWS. 

Specifications, detail —- and sizes are 

for aluminum windows and sliding glass doors in 

the four-page folder on “Britt 8 g Glass “a 
and “‘Alenco Jr. Sin; we Wane Aluminum Windows.” 

Albritton .— | St Corp., Dept. SBS, 2501 Wrox- 

ton Read, H 


104-C. reese PANELS. Colors and appli- 

cations of Lascolite fiber-glass panels for farm uses 
ore shown in a new folder. It includes a special 
color for poultry raisers. Lync: ee ae 
SBS, 2939 South Sunol Drive, Los Angeles, > 


105-B. ——— PRODUCTS. Weather-Proof 
al products are described in four folders: 
adjustable window awnings; triple-track combina- 
tion double-hung storm- 
sereen doors; and combination storm-screen door 
with self-storage compartment, Weather-Proof Co., 
Dept. SBS, 1407 E. 40th, Street, Cleveland 3, Ohio. 


104-B. ASPHALT ROOFING, ASBESTOS SIDING. 
Folder shows use of hurricane-tes halt 





Ruberoid asbestos clapboard sidin 
Dept. SBS, 500 Fifth Avenue, New "York 36, N. ¥: 


101-G. HARDWOOD FLOORING. “The 
Flooring Handbook,” 


Use This Handy Card 
NO POSTAGE REQUIRED 


Write in the code numbers of the HELP- 
FUL BOOKLETS of which you want FREE 
copies — and also the code numbers of 
the NEW PRODUCTS on which you went 
more information. Fill in your name, 
position, firm, and address. Tear out 
and mail today! 


q 4 


Also use this handy postage-paid reply 
card for requesting information on items 
featured in PRODUCT PARADE, PROD- 
UCT BRIEFS and S-B-S ADS. 





MORE Helpful Booklets FREE 


101-H. ALUMINUM NAILS. Brochure shows and 

describes the complete line of Phifer aluminum 

nails for all building purposes. It explains temper- 

ing and etching of aluminum alloy nails. Price 

list gives dealer costs of ‘‘job size’’ boxes and 

50-lb. cartons. Phifer Wire Products, Dept. SBS, 
x 12, Tuscaloosa, Ala. 


102-H. FACT FILING FOLDERS. Nineteen SSIRCO 
Fact Folders provide dealers with a handy refer- 
ence library on such items as aluminum roofing 
and siding, asphalt poducts, farm gates, insula- 
tion, nails, etc. The company will mail the latest 
product information to dealers using Fact Folders. 
Southern States Iron Roofing Co., Dept. SBS, P. O. 
Box 1367, Atlanta 1, Ga. 


101-I. WOOD WINDOWS. Two color brochures de- 
scribe and illustrate Sashco all-weather wood win- 
dows and the versatile Sashcotwin awning and 
casement windows. Brochures give specifications and 
installation details. Southern Sash Sales & Supply 
Co., Inc., Dept. SBS, Sheffield, Ala. 

102-1. WOOD GARAGE DOORS. Two color bro- 
chures describe and illustrate the wide range of 
sizes, styles, and mechanical adaptations in Raynor 
garage doors. Another brochure shows color photo- 
graphs of carved panel garage doors in use. Raynor 
Mfg. Co., Dept. SBS, Dixon, IL 

103-1. FOLD-DOWN AWNING. Full color folder 
describes Flair all-aluminum hurricane-tested awn- 
ing that folds down. Available with aluminum or 
fiber-glass panels in decorator colors. SeaView In- 
dustries, Inc., Dept. SBS, 4030 N. W. 29th Street, 
Miami, Fla. 


Form Modular Assn. 


The Modular Building Standards 
Assn. has been formed to take 
over and expand the former pro- 
gram on modular dimensioning 
that was jointly sponsored by the 
American Institute of Architects 
and the Producers Council. Archi- 





tect Cyrus E. Silling is chairman 

Other organizations cooperating 
in the formation of the new asso- 
ciation for promotion of modulai 
dimensioning standards as applied 
to planning for construction, di- 
mensioning of materials and ap- 
pliances, are the American Stand- 
ards Assn., the Associated Genera! 
Contractors of America, and the 
National Assn. of Home Builders 


Urban Renewal Clinic 


ACTION, American Council to 
Improve Our Neighborhoods, will 
hold an Eastern regional urban 
renewal clinic September 23 and 
24 at the Roosevelt Hotel, New 
York City. 

Speakers will include: Mayo! 
Richard C. Lee, New Haven, Conn. ; 
James C. Felt, chairman, New 
York City Planning Commission; 
Andrew Heiskell, publisher, LIFE 
magazine; James W. Rouse, Great- 
er Baltimore Committee; Roy W 
Johnson, executive vice-president, 
General Electric Co.; and James C. 
Downs Jr., chairman, Real Estat« 
Research Corporation, Chicago. 


Dallas to Have 
New “Building Center” 


The Dallas Building Center — 
a multi-million-dollar shopping 
center for actual and _ potential 
home-owners — will be built on 
a 15-acre site north of Dallas, Tex., 
by H. Leslie Hill Enterprises. It is 
intended to provide an integrated 
center for every phase of home 
building, financing, furnishing, and 
maintenance. 

The center is based upon a con- 
cept of Arthur Bohnen, well- 
known Chicago housing consultant 
and author. It was designed by 
Ray Stuermer, Chicago architect 
and former professor of architec- 
ture at the University of Illinois. 

Stores in the center will sell all 
types of home building and fur- 
nishing products. It also will in- 
clude a five-story office building 
for architects, contractors, and 
others associated with construc- 
tion. This building will include 
an auditorium, restaurant, confer- 
ence rooms, and home-planning 
library. 

“This will amount to a home- 
planning laboratory,’ explained 
H. Leslie Hill, the developer. 





A MODERN PACKAGE 


FOR PHIFER’S “TEMPERED” 


ALUMINUM NAILS 


You can take your choice of two packages when you buy Phifer 
Aluminum Nails. All sizes are packed in heavily reinforced 50 Ib 
cartons. All except common nails are ALSO packed in the newly de- 
signed ‘‘job size’’ container shown at right — shipped 16 to a master 
carton. This modern package stores easily, is instantly ready to go 
out on the job, cuts down on waste. Phifer Aluminum Nails are 
superior in many ways. They drive straighter, never streak or stain, do 
not have to be countersunk or puttied to meet F.H.A. requirements. 
Stock up on this modern Aluminum Nail now! 


WRITE, WIRE OR PHONE FOR SPECIFICATION LIST 
AND PRICES ON ALL SIZES OF NAILS 


THE NAIL THAT NEVER FAILS .. . 





of 


BOX 9007 








SOUTHERN BUILDING SUPPLIES for SEPTEMBER, 1957 


Produced by One of 
America’s Largest Manufacturers 


Aluminum Insect Screening 


PHIFER WIRE PRODUCTS 


TUSCALOOSA, ALA. 


CLIP AND MAIL COUPON TODAY 








PHIFER WIRE PRODUCTS 


Send 
Phifer A 


NAME 


ADDRES 





Box 9007, Tuscaloosa, Ala. 


ire and price list with specifications on 
Nails by return mail 


For more details on above items, use Coupon on Page 66 





...constructive 
idea today 


Now OMARK ‘enables you i CARCO SLIDING GLASS DOORS 


to adapt ‘N AI Li N G” to your | With Patented Flush Locks All Etched and Anodized * Shlegel Wool 


Pile Weatherstripping and B. F. Goodrich Vinyl for all weather 


e . 
steel and concrete fastening jobs conditions + Exterior and Interior Tracks — All Sash Sliding, 





Screens made of same extruded sections as used in doors and 


For Heavy Work — : ; 

H y " provided with same flush locks. 

OMARK DRIVE-IT® 

Powder-Actuated Tools, 
Drivepins | 2 EUREKA TUB and 

You'll make solid savings in money, time i af ncaa ae 
and effort when you apply the time-tested : | } 
principles of ‘‘nailing’’ to your steel and Pit. ih , =e Shower Enclosures 





concrete fastening jobs with OMARK Drive- 
It and Drivepins. Thousands of builders 


have proved it. Drive-It ‘‘nails down’’ the 7 ele gi SATIN FINISHED, ETCHED AND 
= Fe Si §=ANODIZED * A VARIETY OF 


heavy job. C 
peer SMART, POPULAR DESIGNS — 


For Lighter Work — | be ‘ [© Sand-etched on 7/32" obscure 
OMARK HAMMER DRIVE e i glass mounted in shock resistant 
Manual Tools, Drivepins é = By vinyl. 











Here's maximum steel and concrete ‘‘nail- “a 


ing’’ economy and efficiency with a light- | 
Sines aotinn aiina sete: eet A | Write For Information And Prices 





scores of formerly tough fastening jobs 
quickly, securely. Hammer-Drive ‘‘hammers 
home’’ the small job. 


eee | 











For on-the-job counseling and service, see your factory-trained ,* , 10 
. . } 

OMARK dealer. His name is listed in the phone book yellow pages A . 

under “Tools.” : 


ARK Industries, Inc.— — INDUSTRIES, INC. 


9701 S. E. McLOUGHLIN BLVD. 2155 N. W. 25th Ave. « Miami, Fla. 
PORTLAND 22, OREGON 





For more details on above items, use Coupon on Page 66 SOUTHERN BUILDING SUPPLIES for SEPTEMBER, 1957 








the BIG NAMES 
the TOP BRANDS 


Here’s a few you'll find at... 








_— 


METAL TRIM 


OLYMPIC Ketel lt suaxes AND METAL MOULDINGS 


: Gain — Tadbtitt PANELING 


-WALL AND CEILING PANELS 


Also 

Philippine and Genuine Mahogany 
Domestic Hardwoods 

West Coast Woods 

Hardwood and Softwood Plywood 
Paneling, Mouldings and Trim 

Oak and Maple Flooring 

Cedar Closet Lining 


ATLANTA OAK FLOORING CO. 


General Offices and Plant °¢ ATLANTA, GEORGIA 


BRANCHES: CHARLOTTE, N. C. + RALEIGH, N. C. + CHATTANOOGA, TENN. + JACKSONVILLE, FLA. » MIAMI, FLA. + ORLANDO, FLA. + TAMPA, FLA 


SOUTHERN BUILDING SUPPLIES for SEPTEMBER, 1957 For more details on above items, use Coupon on Page 66 69 





PRODUCT BRIEFS 





INTERIOR LATEX PAINT. The 
Reardon Co., Dept. SBS, 7501 Page, 
St. Louis 14, Mo., offers Projex, a 
washable interior latex paint. For- 
mulated with a straight styrene- 
butadiene latex binder, Projex latex 
is said to provide consistent uni- 
formity of color and performances. 
One coat covers surfaces without 
brush or lap marks. 

Write P408 on reply card, page 66. 

















SLIDING DOOR THRESHOLD. Nu- 
dor Manufacturing Co., Dept. SBS, 
7326 Fulton Avenue, North Holly- 
wood, Calif., offers the Weather 
Beater threshold as part of the 
d’Cor aluminum sliding glass door. 
The Weather Beater features a dou- 
ble-woven, silicone-treated wool pile 
with an aluminum polyvinyl! chlo- 
ride shield. 

Write P409 on reply card, page 66. 


Marlite can boost your 
remodeling profits NOW ! 


tty Ata time when many building 
Y fs material sales are slow, Marlite 
"2 offers you a greater-than-ever 
opportunity to cash in on the 
expanding remodeling market. (Home 
improvements this year for the first time 
in years will account for considerably 
more sales than new homebuilding. ) 
Marlite paneling is one of the most 
profitable materials you can handle. 
The average sale is a big one, resulting 
in more total profit per sale. And now 
with new construction down, Marlite 


Marlite 


sales opportunities are more apparent 
and more important than ever. Mar- 
lite’s many customer-wanted features 
appeal to remodeling-conscious home- 
owners and businessmen alike. And 
Marlite sales are not affected by sea- 
son... there’s a ready-made market 
the year ‘round. 

Build your remodeling profits with 
Marlite. Call your Marlite representa- 
tive or wholesaler now—or write 
Marlite Division of Masonite Corpora- 


tion, Dept. 997, Dover, Ohio. 


ioe 
F Guarantecd by > 
Housekeeping 
AS aoveanistd Sy 


plastic-finished paneling 


MARLITE IS ANOTHER QUALITY PRODUCT OF MASONITE® RESEARCH 


For more details on above items, use Coupon on Page 66 





PLASTIC SKYLIGHTS. Double- 
dome skylights that feature shatter- 
proof high strength, excellent light 
diffusion, and thermal insulation are 
offered by the Corrulux Division 
of the L. O. F. Glass Fibers Co., 
Dept. SBS, P. O. Box 20026, Hous- 
ton 25, Tex. Hermetically sealed, 
these skylights are precision-formed 
of glass-fiber reinforced polyester 
plastic. Two domes are bonded to- 
gether permanently to form an in- 
sulating air space. 

Write P410 on reply card, page 66. 


FIXTURE CAPS. Plastic caps that 
give a touch of color to exposed ends 
of Peg-Board fixtures are offered by 
the B. B. Butler Manufacturing Co., 
division of the Masonite Corp., Dept. 
SBS, 111 W. Washington Street, 
Chicago 2, Ill. They come in black, 
red, turquoise, and white for %- or 
%4-inch fixtures. 

Write P411 on reply card, page 66. 


GARAGE-DOOR OPENER. Opera- 
ting on ordinary 110-volt current, the 
Victor automatic electric garage-door 
opener works on all types of resi- 
dential overhead garage doors. The 
mechanism which raises the door is 
actuated by a key switch or push- 
button. Closing of the door is done 
manually, then locks automatically. 
Yonkers Industries, Inc., Dept. 
SBS-B, 26 School Street, Yonkers, 
N.Y. 

Write P412 on reply card, page 66. 


PLASTIC LAMINATE COLORS. 
Colorgrains, giving the effect of tint- 
ed wood, have been added to the 
Formica Sunrise color line. Designed 
by Raymond Loewy, these Color- 
grains are available in blue, yellow, 
coral, and grey. Formica has also 
added six new Picwoods, rich wood- 
grain reproductions. They are cherry, 
teak, fruitwood, birch, burnt sugar 
maple, and golden maple. Formica 
Corp., Dept. SBS, 4538 Spring Grove, 
Cincinnati 32, Ohio. 

Write P413 on reply card, page 66. 


D-I-Y LOCKSET. A screen, storm, 
and combination door lockset re- 
quires the boring of only a single 
hole for installation, and needs no 
mortising. The Yale lockset’s in- 
stallation is further simplified by 
the use of a cardboard template 
which positions the latch unit on 
the door and the strike on the jamb. 
Yale & Towne Manufacturing Co., 
Hardware Division, Dept. SBS, 11 
S. Broadway, White Plains, N. Y. 

Write P414 on reply card, page 66. 


PLUMBER’S POWER TOOL. The 
Electro-Drain Manufacturing Co., 
Dept. SBS, 6300 Roland Avenue, 
Cleveland 27, Ohio, offers’ the 
motor-driven Electro Drain King. 
It is said to open stopped-up drains, 
wastes, traps, and toilets in minutes. 
The lightweight Drain King has a 
cast aluminum frame. It is operated 
by a foot switch. 

Write P415 on reply card, page 66. 
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Same high quality... 











pwns! 8, Mfung on 
‘Guaranteed by 
Good Housekeeping 
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Now retails for only 


3-Track extruded aluminum combination window 


Only WEPCO could make this possible! This is our same high-quality, NEW FULLY-ASSEMBLED 
famous Duo-Matic...with all the features normally found only in much more ODUO-MATIC ALSO AVAILABLE 
expensive windows...yet priced so low that you can retail it from $12.95.  ... RETAILS FOR 15.95 AND UP 


Here's why more than 20,000 Lumber and Hardware dealers sell WEPCO Products 


M9 ¢ Sold only at lumber and hardware dealers —no specialty 
New low competition! 


: e Nationally-advertised ! 
nee OF all e Industry’s most liberal co-operative advertising allowance! 


WEPCO aluminum ~d [| ¢ On-the-spot service by WEPCO’s factory-trained representatives! 


combination doors oe the weather-proof C0. Litchfield, Hlinois 


SOUTHERN BUILDING SUPPLIES for SEPTEMBER, 1957 For more details on above items, use Coupon on Page 66 





POWER CHAIN SAW. The Out- 
board Marine Corp., Pioneer Saw 
Division, Dept. SBS, Waukegan, II1., 
offers a lightweight power chain 
saw, the Pioneer RA. Features in- 
clude a snap-off shroud, increased 
lugging power, finger-tip controls, 
and weather-proof ignition system. 


Write P416 on reply card, page 66. 


CLOSET BRACKET. The Belson 
Manufacturing Co., Dept. SBS, East 
River Road, N. Aurora, IIl., offers 
the model SP-11 Quik-Bilt shelf 
and clothes pole bracket. The easy- 
to-install bracket prevents sagging. 
It is finished in copper-tone enamel. 

Write P417 on reply card, page 66. 


COMING IN 


FAN TYPE HEATER. The Therma- 
dor “NW” series wall insert electric 
fan-type heaters draw cool air in, 
force it through a heating chamber, 
and distribute warm air downward 
through the living zone of a room. 
Each heater has finger-lift switches 
for fan and heat, neon indicator 
light, automatic thermostat, and 
safety thermo-cutout. Thermador 
Electrical Mfg. Co., Dept. SBS, 5119 
District Blvd., Los Angeles 22, Calif. 

Write P418 on reply card, page 66. 


LIGHT-WEIGHT SCAFFOLDING. 
Saf-T light-duty scaffolding, made 
with the Stainless Spring Lock, is so 
light one man can easily move an 


OCTOBER ... 


Reading for Real Profit 


Don’t miss the important Winter Merchandising issue 
of SOUTHERN BUILDING SUPPLIES. It will be 
packed with ideas, suggestions, and case histories 
showing how you can improve your profit picture, even 
when Jack Frost is just around the corner. 

Among the subjects to be featured in this issue are: 
Profitably Promoting Home Improvement Sales, Big 
Business in Packaged Repair Jobs, Concentrating on 
the Farm Market, How We Plan to Keep Up Our Sales 
Volume This Winter, Advertising and Displaying 
Christmas Specials, Selling Toys and Gifts for Double 
Dividends. 

The regular SBS news and aid departments will be 
slanted to the winter merchandising theme. All this 
will stimulate your plans for more profitable business 
this winter. 

In addition, the October SBS will carry a roundup of 
the latest in materials handling equipment for cutting 
dealer operating costs. 

So, be sure to intercept your copy of the October 
SOUTHERN BUILDING SUPPLIES and digest its 
ideas in behalf of your business! 


* 


SOUTHERN BUILDING SUPPLIES 


a W. R. C. Smith Publication 
806 Peachtree St., N. E. 


For more details on above items, use Coupon on Page 66 





Atlanta 8, Georgia 














a 


SPRING 
LOCK 


entire section. It will safely support 
loads up to 50 lbs. per sq. ft. Frames 
are 4’ wide and are available in 4’ 
and 5’ heights. Pivoted cross braces 
come in sizes to give 7’ and 10’ 
spacing between frames. Carmic 
Manufacturing Co., Inc., Dept. SBS, 
2nd and Montgomery Avenue, Phil- 
adelphia 22, Pa. 

Write P419 on reply card, page 66. 


BASEBOARD HEATER SYSTEM. 
Berko’s slim design baseboard glass 
radiant heater extends only 1%” 
without being recessed. It has a 
baseboard level thermostat, a duplex 
electrical outlet section, a 90-degree 
internal corner section, and a wire 
raceway at the bottom to simplify 
wiring. Ratings are 650 watts, 240 
volts, 2218 BTU. Length of each 
heater section is 36%”. Berko Elec- 
tric Mfg. Corp., Dept. SBS, 212-40 
Jamaica Avenue, Queens Village, 
N.. ¥. 

Write P420 on reply card, page 66. 


SHOWER SPRAY. The Perma-Jet 
features a shower head attached to 
a flexible stainless steel extension 
which adjusts by moving the hold- 
ing clip up or down. Round crystal 
streams, or jets, give a pattern of 
water distribution without a hollow 
center, stray sprays, or mist. Force 
is controlled by a touch of the fin- 
gers and can be instantly changed 
from soft to hard without adjusting 
the hot or cold water valves. Webb 
Industries, Inc., Dept. SBS, Bay Vil- 
lage, Ohio. 

Write P421 on reply card, page 66. 


BUILT-IN FIRE ALARM. The Big 
Alert Fire A-Larm is a non-electric, 
completely mechanical unit to be 
installed between ceiling joists with 
a special flush-mounted bracket. 
After plastering, the entire unit is 
covered with a decorative metal 
grille. Eight Fire A-Larms can be 
built into an average six-room house 
for approximately $60.00. Interstate 
Precision Products Corp., Dept. SBS, 
707 East Vermont Avenue, Ana- 
heim, Calif. 

Write P422 on reply card, page 66. 
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WHAT A 
SALES 






New FRY ‘'3-D"' has natural 
slate dark colored top strip, with 
tabs in a choice of 13 gorgeous 
colors. When brightly colored 
tabs overlay dark slate strip, 
the biack showing through the 
tab cutouts makes the shingles 
look 3 times thicker. Roof has 
wonderful massive appearance! 


FRY '3-D” SHAD -BILT 


290 LB. ASPHALT SHINGLE ROOFING 









STARTER! 






















WHAT A 
SALES 


CLOSER! > 


“Captivating” —that describes Fry’s new look in 








or long life that may be made by your competi- 


roofs. It captures the eyes of your prospects, 
captures their interest, captures their desire to 
own this handsome new Shado-Bilt roofing. 


Then you clinch your sale with the industry’s 
one and only 20-Year FULL VALUE Bond. 
This is your final answer to claims of economy 
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tors’ salesmen. For here, in writing, is Fry’s 
PROOF of enduring quality and lower annual 
cost—positive proof that enables you to bank 
more profits. 


Want more details? We'll be glad to give them 
to you. Just drop us a line... TODAY! 





For more details on above items, use Coupon on Page 66 











ROOFING 
COMPANY 





PRODUCT PARADE 





LIGHTER INSULATION 


A light, compact residential build- 
ing insulation, manufactured of 
Fiberglas without breather paper, is 
offered by the Owens-Corning Fiber- 
glas Corp., Dept. SBS, National 
Bank Building, Toledo 1, Ohio. 
The product is known as Fiber- 
glas New Process building insula- 


tion. It includes only one layer of 
paper, the vapor barrier. The breath- 
er paper has been eliminated as 
the insulation does not need this 
support. 

The insulation’s light weight is 
expected to result in savings through 
rapid application, reduction of space 
needed to store it, and less cost for 
transportation. 

Write P423 on reply card, page 66. 








YOU CAN TELL A COMPANY 
BY THE COMPANIES IT KEEPS 


Alcoa @ Atlantic © Bethlehem Steel ¢ 


For more details on above items, use Coupon on Page 66 


Colorado Fuel and Iron ©® Granite City 
@ Jones and Laughlin Steel © Kaiser 
Aluminum ¢ Keystone Steel and Wire ® 
Quaker State Metals ©® Republic Steel 
® Sheffield Steel © Tennessee Coal and 
Iron @ Wheeling Steel. 


You get the best from Kelley in all steel 
and aluminum products. But more than 
that, you get fast delivery, dependable 
service. Keep your inventory low by 
using the nearby Kelley warehouse. It 
has what your customers want. The 
Kelley warehouses let you keep good 
companies, too. 


4 Yh 
MANUFACTURING CO 





<4 


P. O. BOX 17, HOUSTON, TEXAS 
SAN ANTONIO — DALLAS 


PLYWOOD PANELING 


Nov-L-Wood, a pre-finished interior 
wall paneling, is offered by the Hi- 
Grane Board Co., Dept. SBS, 205 
Arthur Street, Fort Worth, Tex. 

Nov-L-Wood gives a finished two- 
tone wipe effect to a combination 
of wide stripes and pin stripes on 
quarter-inch 4’ x 8’ sheets of ply- 
wood. Edges are treated so the 
joints are concealed, and create a 
continuous stripe pattern. 

This paneling is pre-finished in 
six two-tone color combinations: 
bronzetone, tan and white, honey 
lite, brown and white, moss green, 
black and white. 

Write P424 on reply card, page 66. 


BUILT-IN REFRIGERATORS 


The Tappan Stove Co., Dept. SBS, 
Mansfield, Ohio, now offers built-in 
freezers and refrigerators as comple- 
ments to its line of built-in ovens 
and cooking surfaces. 

All visible sides of the units are 
finished allowing the versatility of 
four distinct combinations. They can 
be placed as stack-ons; side by side 
with combination of left- and right- 
hand doors; staggered levels, allow- 














ing independent installations; or as 
a room divider. 

Requiring no refrigeration lines 
or special air-circulation provisions, 
the new self-contained units can be 
plugged into any standard electrical 
outlet. 

They are available in four colors: 
white, coppertone, yellow, and white 
with brushed-chrome doors. 

Write P425 on reply card, page 66. 
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FRAMING ANCHOR 


The Sanford Gri-P-Late Co., Dept. 
SBS, P. O. Box 4426, Fort Lauder- 
dale, Fla., offers a framing anchor 
that fits every type joint. 

The Sanford framing anchor con- 
nects truss to rafter or wall, soffit 
return to wall, roof purlins to truss, 
and studs to plate or sill. The strong, 
rigid anchor is dependable even in 
high winds. 

Write P426 on reply card, page 66. 


VERTICAL-SLIDE WINDOW 


Florida Windows, Inc., Dept. SBS, 
P. O. Box 425, Hollywood, Fla., 
offers a_ vertical-slide aluminum 
window which meets the rigid re- 
quirements of the Aluminum Win- 
dow Manufacturers Assn. The win- 
dow also meets all specifications of 
FHA order UM-23. 

The easy-to-install window has a 
continuous fin all around. Other fea- 























tures include rigid corner assembly, 
patented interlocking meeting rail, 
safety latch, wool-pile lined sash, 
full weatherstripping, positive lock- 
ing action, easy removal for clean- 
ing, and picture-window top. 

Write P427 on reply card, page 66. 


NEUTRAL PLATE-GLASS 


Libbey-Owens-Ford Glass Co., Dept. 
SBS, 608 Madison Ave., Toledo 3, 
Ohio, offers a new neutral grey 
polished plate-glass called Parallel- 
O-Grey. It is a glare- and heat- 
reducing glass for curtain’ wall 
buildings and window walls for 
homes. 

Parallel-O-Grey is twin-ground, 
tank plate-glass. It comes in 4” 
thickness with standard size maxi- 
mum of 75” x 120” and special 
maximum of 90” x 120”. 

Write P428 on reply card, page 66. 








ASPHALT SHINGLE 


The Celotex Corp., Dept. SBS, 120 
S. LaSalle Street, Chicago, II1., of- 
fers Celo-Seal, a self-sealing, thick- 
butt asphalt shingle designed to 
withstand winds of hurricane veloci- 
ty. 

The easy-to-apply shingle features 
an adhesive dash-strip across the 
granule face. The sun’s heat seals 
the adhesive to the tabs in a wind- 
safe bond as strong as the shingle 
itself. An aluminum foil strip on 
the reverse side prevents the shin- 
gles from sticking together in the 
bundle and assists in speedy han- 
dling and application. 

Celo-Seal shingles are available 
in white and pastel blends. 

Write P429 on reply card, page 66. 


FLOOR COVERINGS 


The Armstrong Cork Co., Dept. SBS, 
Lancaster, Pa., introduces 42 new 
patterns and two new products in 
resilient floors and floor coverings 

Parquet Linoleum Tile, below, 
offering scores of possible floor 
effects, and Terrazzo Corlon in tile 
form are the two new products 
Terrazzo Corlon, a vinyl plastic in 
a small over-all chip design, was 
previously available only as sheet 
goods. 

Of the 42 new patterns, 11 are 
in the new Parquet linoleum tile, 
four in Decoray linoleum tile, foun 
in Imperial Custom Corlon vinyl 
plastic tile, three in Excelon vinyl- 
asbestos tile, two in asphalt tile, 
five in embossed linoleum, one in 
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Spatter linoleum, two in Mosaic Cor- 
lon plastic sheet flooring, six in 
Quaker felt-base rugs, and four in 
Quaker felt-base floor covering. 


Write P430 on reply card, page 66. 


HOUSE COLORS 


The Ruberoid Co., Dept. SBS, 500 
Fifth Avenue, New York 36, N. Y., 
offers high-fashion Trend Colors in 
a new line of Vitramic siding. 

Vitramic is a permanent, asbestos- 
cement siding with a ceramic-like 
surface that has been pre-cured by 
autoclaving for dimensional stabili- 
ty, strength, and long wear. It has 
been produced in white for several 
years. 

The Trend line’s colors are tur- 
quoise, myrtle green, platinum gray, 
buckskin brown, glen green, harvest 
yellow, and terra cotta. Swan white 
is also available. 

Write P431 on reply card, page 66. 


HARDWOOD KITCHENS 


Custom hardwood kitchens with a 
limed oak finish called Pearltone are 
offered by the I-XL Furniture Co., 








Dept. SBS, 67 W. Division Street, 
Chicago 10, II. 

There is nothing to cut, fit or 
finish in Pearltone kitchens. All units 
are stock items, shipped ready for 
use. Offered in an extensive range of 
types and sizes, the cabinets accom- 
modate all of the modern appliances 

built-in or free standing. The wide 
variety of cabinets available give the 
kitchens their custom quality. 

Write P432 on reply card, page 66. 


PLASTIC PANELS 


International Molded Plastics, Inc., 
Dept. SBS, Structoglas Division, 
4391 W. 35th Street, Cleveland 9, 
Ohio, offers Structoglas “A” plastic 
panels reinforced with Paraplex 


75 








P-444, a resin developed by Rohm 
and Haas. 

The company claims tests have 
proved Paraplex P-444 to have the 
hardest surface of any polyester 
resin used in_ reinforced plastic 
panels. It features high compressive 
and flexural strength and has ex- 
cellent adherence to the glass fibers. 
When cured it has the same refrac- 
tive index as glass. The product is 
also said to resist discoloration from 
ultra-violet radiation. 

Structoglas “A” reinforced plastic 
panels are available in 10 colors. 

Write P433 on reply card, page 66. 





























AWNING WINDOWS 


The lifetime rigidity of the Ualco 
Series 100, 200, and 300 aluminum 
awning windows is the result of an 
exclusive hollow sill which resists 
torsion forces, according to the 
Southern Sash Sales & Supply Co., 
Inc., Dept. SBS, Sheffield, Ala., man- 
ufacturer and distributor of the 
Ualco line. The Ualco 200 unit is 
shown. 

This box girder sill section is the 
most effective shape for absorbing 
torsion caused by power transmitted 
from Ualco’s center-located opera- 


AAsAmA’s 4=AA Packaging 
Preferred by Profit Minded Dealers 


You can increase your profits by reducing costs . . . and 
that’s where ALtABAMA’'s 4-A Packaging comes in! For in- 
stance, ALAsAmA’s Smoothedge Cornalath comes in sturdy 
wood packages—designed to fully protect this 4-A Quality 
Product in shipping, handling and warehousing. Customers 
are always satisfied and costly damage claims eliminated. 

Further, ALAsAmA’s wood package handles easier with fork 


lift equipment. . 
able warehouse space! 


. stacks higher and neater, conserving valu- 


Yes, ALABAMA’s superior packaging is designed to save you 


money .. 


A.AsAmA 


Metal Lath Company 


76 For more details on above items, use Coupon on Page 66 


. are you taking advantage of it? 


3245 Fayette Ave. 
P. 0. Box 992 
Birmingham, Ala. 











tor to the linkage in the jambs. It 
makes sill anchorage unnecessary. 


Write P434 on reply card, page 66. 


CEILING TILE STAPLE 


The Arrow Fastener Co., Dept. SBS, 
1 Junius Street, Brooklyn 12, N. Y., 
offers Ceiltile, a staple designed spe- 
cifically for fastening ceiling tile. 
Ceiltile is said to drive absolutely 
flush, eliminating buckled tiles. The 





staple’s leg design and special cement 
coating give extra holding power and 
penetrate cleanly. It will not tear 
the flange of a tile. 

Ceiltile fits Arrow’s T-50 gun 
tacker, which also holds other size 
staples. 

Write P435 on reply card, page 66. 


VAPOR BARRIER 


The Upson Chemical Corp., Dept. 
SBS, Lockport, N. Y., has developed 
a Vapor Barrier Coating said to stop 
water vapor transmission through 
walls, linings, and other surfaces. 

The Upson Vapor Barrier Coating 
also prevents the condensation of 
water or moisture within insulating 
or protective materials, and mini- 
mizes corrosion on pipes, ducts, and 
other metal surfaces. 

The liquid coating may be applied 
by brush, roller, spray, knife, reserve 
roll coating, dip, or immersion. It 
adheres to wood, metal, masonry, 
glass fibers, paper, cloth, and com- 
position materials. 

Write P436 on reply card, page 66. 
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Florida Windows, Inc. 
P. O. Box 425, Hollywood, Fla. 





Rush Full Information. 


FLORIDA WINDOWS, wnc. 


\ANUFACTURERS OF HORIZONTAL AND VERTICAL SLIDE WINDOWS, SCREEN DOORS, JALOUSIES Address 


Name 


fe) BOX 425* HOLLYWOOD 2 ee ee er eee or ram City 





PATTERNED HARDBOARD Bi board a soil- and scuff-resisting high- 
; ve gloss finish. 


The Chapman Manufacturing Co., Write P437 on reply card, page 66. 


Dept. SBS, Corvallis, Ore., offers two 
%4-in. pre-finished hardboard panels 
designed for the D-I-Y market. A 
Oregonbord Plank-ette is primari- : SLIDING GLASS DOORS 
ly for walls. It has a v-grooved de- oe. 
sign in a random plank pattern. et Carco Industries, Inc., Dept. SBS, 
Grooves are spaced so that they fall | 2155 N. W. 25th Street, Miami, Fla., 
on 16” centers to match normal stud a ae offers sliding glass doors and screens 
spacing. Plank-ette panels are 4’x8’. perce ae of identical heavy-gauge extruded 
Oregonbord Score-tex is for both —_ oy ~ , aluminum sections. 
ceilings and walls. It is made in ' Other features of the sliding glass 
one-man-sized 4’x4’ panels. Deep- Both panels are pre-finished by the doors include: rapid glazing with 
cut v-grooves score the panel into Tinta-Seal process, a permanent plate or heavy sheet; weathertight 
16”x16” squares. penetrating finish that gives the glazing channel; double weatherseal 
——, around the entire perimeter; silent 
nylon ball-bearing rollers for heavi- 
er load support; and flush-type in- 
terior surface tracks. 

Insulating glass units are also 
available, as are sloped weathertight 
recessed tracks for self drainage. 

Write P438 on reply card, page 66. 


is @. PRE-FAB FIREPLACE 
," —” do TY. ip a 7 : . 
wd ad ‘é ¢ é Ri F The Majestic Co., Inc., Dept. SBS, 
Dag ae, "id Huntington, Ind., offers a 36” Thul- 
I AO, ae” er man Fireplace with a built-in flexi- 
—_— 3 é Pimms . . be ble fire screen. It can be installed 
vat 0) all =e iy | @ | in a new or existing home without 
é _ ge = | requiring masonry. 
" The prefabricated factory-built 
unit consists of an inner, middle, 





Here is why Dickey Pipe 
is more profitable to you 


Few products, if any, have more advantages for the 
dealer than Dickey Clay Pipe. For example: 


No special warehousing: Dickey Pipe can be stored out- 
of-doors without protection from the elements. Rain, sun, 
frost and humidity cannot harm it. 


Half sold when you get it: Dickey backs you with a hard 
hitting advertising program that tells buyers in your 
community the advantages of installing Dickey Pipe. 


A superior material worth the price: Dickey Pipe costs 
more than some competitive materials and less than 
others...but regardless of price, you can honestly sell it 
as the finest house connection pipe on the market today. 


and outer casing. It can be set on 
flooring of any material. Because of 
an air cooling feature, it will not 

And these are only three of the reasons why it pays to interfere with the regular heat out- 
be a Dickey Dealer. put or heat circulation of the home. 

The Majestic Thulman Fireplace 
on measures 56” high x 46” wide x 24” 
Providing improved sanitation for better living deep. An easily attached hearth is 
also available. 


sanitary Write P439 on reply card, page 66. 
ICKEY 22:2 
clay pipe 


Ww. S. DICK EY | Birmingham, Ala., Chattanooga, Tenn., Be sure to read 
Kansas City, Mo., Meridian, Miss., 
CLAY MFG. CoO. San Antonio, Tex., Texarkana, Tex.-Ark, PRODUCT BRIEFS 








on pages 70 and 72 


If it's made of clay it's good...if it's made by Dickey it’s better 


For more details on above items, use Coupon on Page 66 SOUTHERN BUILDING SUPPLIES for SEPTEMBER, 1957 
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HARDTNER LUMBER AND SUPPLY COMPANY, Shreveport, La., 
more than doubled its paneling sales after installing a Weldwood 
Department. The firm saved space by mounting the panel dis- 
play as sliding cabinet doors . . . uses space behind for storage. 
“And as a selling tool,” says manager J. H. Gaiennie, “it helps a 
prospect ‘see’ his room paneled in wood before he buys.” 


. he 


BENSON LUMBER COMPANY, Pawhuska, Okla., reports, “Our 
quadrupled.” Manager Don Edwards says 
| a big surge in paneling and related item 
sales following the installation of a new Weldwood Department. 
“For every dollar's worth of paneling, we usually sell as much 
in accessories like trim, lumber, hardware, and contact cement.” 


paneling sales ha 
the company en] 


How to step up profits despite fewer new home starts 


At a time when home building starts had fallen off in 
their areas, these two lumber dealers found a new way 
to profit from the booming home improvement industry. 
Here’s how: 

Each installed a Weldwood Department around the 
new Panel Parade display in his sales office. Not only 
did paneling sales spurt as soon as the display was put 


Weldwood 
WOOD PANELING 


A product of United States Plywood Corporation 


WELDWOOD—FOR PLYWOOD, HARDBOARD, 
WOOD FINISHES, ADHESIVES 


SOUTHERN BUILDING SUPPLIES for SEPTEMBER, 1957 


in, but in most cases there was a pronounced shift from 
cheaper to higher priced paneling. The result: each 
dealer reports tremendous dollar volume increases in 
his paneling business. 

Ask your Weldwood representative how you can put 
a profit-building Weldwood Panel Parade on your sales 
force. Or send the coupon for full information. 


United States Plywood Corporation 
55 West 44th Street, New York 36, N. Y. 


SBS 9-57 


Please send me inf ition on how I can put a Weldwood 


Panel Parade in my wroom and receive free training for 


my salesmen. 
NAME 


COMPANY 


ADDRESS 


For more details on above items, use Coupon on Page 66 79 





Famous 


S rymbols of 


® Used with consent of 
Radio Corporation of America 


HIS MASTERS VOICE 


in REDWOOD 


e certified dry 
e precision milled 
e complete stocks 


A trademark is known by 
the customers it keeps. 
Today, after nearly 
three-quarters of a century 
of maintaining the 
highest standards, Union 
Lumber Company’s 

trade mark “NOYO” is 
known to Retail 

Dealers throughout the 
Nation as the symbol 

of quality for 

Redwood. Adequate timber 
supply perpetuated by 
scientific tree 

farming, modernized 
mills and equipment and 
accurate filling of 

orders all combine to 
keep true “oncea 


NOYO dealer—always.” 


MIXED CARS 


Carefully assembled cars 
mean economical and 
damage-free unloading = 
service that matches 
Noyo quality. 


Union Lumber COMPANY 


SALES REPRESENTATIVES 
THROUGHOUT THE NATION 


TREE FARMERS AND 
MANUFACTURERS 


FORT BRAGG 
CALIFORNIA 


San Francisco 
Los Angeles 
Park Ridge, Ill. 
New York 


Member California Redwood Association 
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WHAT’S NEW 
in Building Trends 





Decorative Masonry Blocks 


The National Concrete Masonry Assn. calls its new 
Shadowal block the unit with “1,000” faces. 

This wall unit is made with a %-in. angled recess 
in the right or left hand corners of a standard 8x8x16 
modular concrete block. When laid together the blocks 

















form an almost limitless number of designs giving a 
third dimension effect. 

According to the association, these blocks provide 
architects with a versatile tool for creating unusual 
and expensive-looking designs; and give contractors 
the chance to produce decorative walls inexpensively. 


Fin Simplifies Window Installation 


Aluminum windows with integral fin trim are simple, 
fast, and economical to install. This type of one-piece 
window-plus-flange unit can be attached without the 
use of additional trim or positioning hardware. 

The broad extended edge of the fin is extruded 
with the window sash member. It runs the full perim- 
eter of the window and is pre-punched for nails or 
screws. 

Once the window has been firmly attached, the 
exterior siding can be built up and butted securely 
against the sill, jambs, and head. The extended fin 
provides a weather-tight seal and gives added rigidity. 

Aluminum windows with integral fin trim can also 
be used satisfactorily for wood stud construction with 
brick veneer, frame, concrete block, and solid ma- 
sonry siding, and with plaster or dry-wall finish. 


Concrete Pouring Form Panels 


A new method of building concrete pouring form 
panels permits them to be re-used many times more 
than can the conventional type, according to the 
Timber Engineering Company. 

Providing added strength and rigidity in each 
panel, the new method not only extends the service 
life of the forms, but permits greater precision in 
poured ccencrete construction. 

The new panels use the usual type of frame, con- 
sisting of 2x4’s on which plywood is nailed. But 
instead of using spikes or perforated metal strips, 
the new system has whalers fastened to studs with 
Teco Trip-L-Grip framing anchors. 

As the anchors provide nailing on three sides of 
a joint, with all nails in shear, the panels are able 
to withstand twisting, bulging, and racking result- 
ing from heavy use. Teco anchored panels can be 
removed easily and re-used many times, with mini- 
mum repairs. 
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BUILDERS 


prefer Plastergon od 
Lockaire Asphalic sheathing 


Licorice root fibers make Plastergon’s 
Lockaire tougher, asphalic impregna- 
tion makes it more resistant to weather 
elements and termites. It saws easily, 
nails tightly. Plastergon’s method of 
manufacture creates millions of air cells 
for the most effective insulation. Plus 
Plastergon benefits mean satisfied cus- 
tomers for your builders. 

14” and 2542” Asphalic Board 48” wide 
«oc to 12 16, long... 

Also V-joint panels 2’ x 8’. 

2542” building boards. 
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DO-IT-YOURSELFERS 
prefer Plastergon’s easy-to- 
work-with qualities, low cost 


Because Plastergon Lockaire- Budget - 
aire Insulation board and wallboard 
costs ‘so little and goes up so quickly, 
many homeowners are able to finish 
attics, remodel older homes now in far 
less time and for much less costs than 
planned. 

Lockaire Paintcote—1%” insulating board. 
Factory painted one side, 48” wide... 
6 to 12 ft. 

Budgetaire Paintcote—%,” insulating 
board, Factory painted one side, 48” 
wide ...6 to 12 ft.... bundles of 10. 
Duo-tone—2 color wallboard in 6 differ- 
ent color combinations. Four ply... 48” 
wide, 6 to 12 ft.... bundles of 12. 





DISPLAYMEN 


prefer Plastergon’s versatile, 
wide assortment 


Display work becomes easier, more ef- 
fective and less expensive when display 
men can call on a specific board for a 
specific job, With Plastergon’s decora- 
tive line, they can choose from 9” 
flexible Ready Bend Panels or 1%” 
Lockaire Paintcote. Pre-painted or sized 
for spraying, flexible or rigid, cream, 
white or 6 duotone combinations. You'll 
soon be headquarters for these profit- 
able sales. 

Duotone ... Buckskin Ready Bend ... 
Perfect-O-Cell ... Mammoth . . . Econ- 
omy... Budgetaire Paintcote ... Lock- 
aire Paintcote 


Get with the Wallboard Line that 
has what ALL your customers want 


PLASTERGON Wallboards 


THE PLASTERGON WALLBOARD COMPANY 
P.O. BOX 40, STATION B, BUFFALO 7, N. Y. 


Cable Address, “PLASTERGON” + Phone Riverside 3370 
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TEXAS 


NACOGDOCHES: The Temple 
Lumber Co. recently held open 
house in its new store here at 1217 
North Street. Ford Barrington is 
manager and Bo Satterwhite is as- 
sistant manager. 


NORDHEIM: The Nordheim Lum- 
ber Co., a line yard of the W. H. 
Norris Lumber Co. of Houston, has 
closed. It was the oldest business 
firm in town. 

BORGER: 
named manager 
Lumber Co. here. 


J. H. Cole has been 
of the Wes-Tex 


DIAL"HUttig 14” for SERVICE! 


DEALER NEWS 





ALABAMA 


DECATUR: Concrete Materials, 
Inc., was formally opened for busi- 
ness here recently, with office and 
plant on Fourth Avenue, S. E., in 
the old L & N shop yards. Officers 
of the new firm are J. M. Gilbert, 
president; R. S. Waters and H. L. 
Waters, vice-presidents; and V. L. 
Greenwell, secretary-treasurer. 


MANUFACTURERS 
... all kinds of 





HUTTIG IS AS NEAR AS 
YOUR TELEPHONE! 


Your specifications are handled quickly 
from our convenient assembly plants - ware- 
houses ... millwork to order or from stock 
...complete stocks of quality building pro- 
ducts! Our representatives are ready to help 
you with your customers’ problems, if you 
wish! Why not call your Huttig man, now? 


HELPING YOU BUILD THE SOUTH 


For more details on above items, use Coupon on Page 66 


Quality Millwork, 
Doors, Windows, 
Window Units, Door Units 


DISTRIBUTORS 
nationally - known 
BUILDING PRODUCTS 


ANDERSEN Windowalls 
GENERAL flush doors 
TWINDOW 
THERMOPANE 

BERRY steel garage door 
MARLITE products 

AFCO tile products 
UPSON wallboards 
KIMSUL insulation 
INSULITE products 
TEMLOK insulation 
REYNOLDS windows 
ARMATOL wood preserver 
MIAMI bathroom cabinets 
PRECISION stairways 
DURALL tension screens 
COFFMAN ornamental iron 
WEISER lack hardware 
...and many others 





Since 1885 @ St. Louis 10, Mo. 


* Birmingham Sash & Door Co. 
**Memphis Sash & Door Co. 
tAmerican Sash & Door Co. 


SOUTHERN 


| 
| 
| 
| 
| 








HUNTSVILLE: The Jones Lum- 
ber Co. recently opened a new office 
and warehouse here on West Clin- 
ton Street at the Parkway. 


PRICHARD: B. W. Milling has 
been named president of the Under- 
wood Building Materials, Inc., re- 
cently opened for business here at 
713 Whistler Avenue. Other officers 
of the new firm are: Robert B. 
Wheeler and Lloyd E. Howze, vice- 
presidents; Thomas A. Yeend Jr., 
treasurer, and L. T. Myers, secre- 
tary 


KANSAS 


GYPSUM: Harold E. Sutton has 
been named manager of the Gyp- 
sum Valley Lumber Co. here. He 
replaces Harold Eagleton, who re- 
signed to manage the Capital City 
Lumber Co. at Topeka. 


ERIE: The Erie Lumber Co. here 
has been purchased by E. L. Howard 
of Erie and Merris Howard of Sav- 
onburg. The firm had been closed 
for a year.... A new 12’ x 18’ show- 
room has been added to the office 
of the Johnson & Son Lumber Co. 
here. 


TOPEKA: Harold W. Eagleton has 
been appointed general manager of 
the Capital City Lumber Co. here. 
He was former co-owner and man- 
ager of the Gypsum Valley Lumber 
Co., Gypsum. 


THAYER: The Thayer Lumber 
& Supply has recently been pur- 
chased by Charles Payne of Thayer. 
Mrs. J. T. Loyd and J. T. Hoover 
were former owners of the firm. 


TOPEKA: The Howard Brothers, 
who recently purchased the Erie 
Lumber Co., have held a formal 
opening of their new firm. 


MANHATTAN: Bill Glasscock has 
been named manager of the Kansas 
Lumber Co., formerly the Cofield 
Lumber Co. For the past eight years 
Glasscock has been manager of the 
Home Lumber Co. in Warrensburg, 
Mo. 


KENTUCKY 


DANVILLE: The McCowan Build- 
ing and Supply Co. has recently 
opened for business south of here 
on Highway 35. The firm is owned 
and operated by George E. McCowan 
of Junction City. 


IRVINE: The Home Lumber Sup- 
ply Co. recently held open house 
to celebrate completion of its re- 
decoration and renovation. 
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OKLAHOMA 


SHAWNEE: The Springer Lumber 
Co. here recently quit business and 
auctioned off $12,000 worth of stock 
and lumber yard equipment. 

EUFAULA: Lowell Rogers of 
Henryetta has been named manager 
of the Rogers Lumber Co. here. He 
replaces Howard Payne, who was 
transferred to the Checotah yard. 

CHICKASHA: The Long - Bell 
Lumber Co. has purchased the Ho- 
ward Lumber Co. of 301 South 
Second Street here. William P. 
Bryner is manager of the new Long- 
Bell yard. 

PERRY: Construction has begun 
on a $24,000 store and office building 
for the A. C. Houston Lumber Co. 
It is located at 201 Sixth Street. 


MISSOURI 


PEVELY: A new lumber yard has 
recently been built here by the 
Mueller Bros. Wood Works of Le- 
may. It is the first branch yard 
for Mueller Bros. On a Missouri- 
Pacific railroad spur, it includes a 
warehouse, store building, and ex- 
tensive customer parking area. 


MONETT: The Wilks Lumber Co. 
has begun construction on a ware- 
house, the first phase of plans for 
an up-to-date lumber company on 
a three-acre tract here. 


MISSISSIPPI 


VICKSBURG: Sale of the Transit- 
Mix Concrete Co. here to Fred Voght, 
Keith Williams, and Robert W. Hyde 
Jr. has been recently announced. The 
firm will operate under the name of 
the Vicksburg Concrete Co., Inc. 


CHARTERS OF INCORPORA- 
TION: RCS Lumber Co., Jackson; 
Thompson Construction Co., Jack- 
son; and Vicksburg Concrete Co., 
Vicksburg. 


FLORIDA 


CHARTER OF INCORPORATION: 
Johnson Lumber & Supply, Tice. 


BAY PINES: The Audlane Lum- 
ber Co., on U. S. 19A, recently held 
open house to celebrate opening of 
the new firm. 


NORTH CAROLINA 


WILMINGTON: The Smith Build- 
ers Supply, Inc., recently moved in- 
to its new 15,000-square-foot build- 
ing here at 165 Castle Hayne Road. 
The new structure consolidates oper- 
ations formerly carried on in eight 
different buildings across the street. 
J. Arthur Smith is firm president. 
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TENNESSEE 


KNOXVILLE: A lightning bolt 
was believed the cause of a fire at 
the Witt Lumber Co., 1212 Wester1 
Avenue here, which destroyed the 
main mill plant. Damage was esti 
mated at around $100,000. 


GEORGIA 


LOUISVILLE: S. E. Jones S: 
manager of Jones Lumber Co. hers 
for many years, has announced his 
intention to close the firm and to 
retire at an early date. 


ARKANSAS 


MALVERN: When a lightning bolt 
struck the A. B. Cook Lumber Co 
here recently, a fire swept the stack 
yard, causing damage estimated at 
$600,000. 


WEST VIRGINIA 


HUNTINGTON: The Carolina 
Lumber Co. has purchased S. E. Tur- 
ley & Sons Hardware Co. at 2027 
Third Avenue, and is operating this 
facility as a hardware and builders 
supply store. 








| 


MARYLAND 


POCOMOKE: The Sam _ Street 
Lumber Co. of Salisbury has opened 
a new store here at the intersection 
of Snow Hill Road and Route 113. 


LOUISIANA 


BROUSSARD: Broussard Ready- 
Mix Concrete, Inc., has _ recently 
opened a modern concrete plant. 





OBITUARIES 





ALLEN S. JOHNSON SR., 67. Offi- 
cer, Smith Lumber Co. and East 
Albany Lumber Co., both of Albany, 
and Tifton Lumber Co., Tifton. Past- 
president, Southwest Georgia Build- 
ing Material Assn. 

JOHN H. BONER. Partner in the 
Boner-Campbell Co., Lebanon, Ky. 


ALBERT E. JONES, 79. President 
of the Jones Lumber & Hardware 
Co., Memphis, Tenn. 


Cc. F. WILLIAMS, 65. Principal 
owner of the Williams Lumber Co., 
the Williams Construction Co., and 
the Concrete Co., Columbus, Ga. 
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1x3’ 
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1x3” 
1x3” 
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160 
45 
35 
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36 
130 
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20 
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18 
140 
110 
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244" 
24" 
244" 
2%" 


~ 
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No 


1x6’ C&Btr 
1x8” C&Btr 


50 M’ 
69 M’ 





STOCK FOR 
IMMEDIATE DELIVERY 


PINE FLOORING 

B&Btr 2/7’ end matched 
B&Btr 7 and 8’ EM nested 
B&Btr 8/16’ EM 

C 2/7’ EM 

C 8/16’ EM 

D 2/7’ EM 

C&Btr plain end 

C&Btr plain end 


OAK FLOORING 
21%" Select plain, red 
21%4"' No. 1 Com, red 
1%’ No 
Clear, plain white 
Select plain white 
1 Com white 


ROUGH PINE 


40 M’ 
30 M’ 5/4x8” C&Btr 


LIGHTSEY BROTHERS 


TELEPHONE: HAMPTON 3881 


1 Com & Btr 


1x10” C&Btr 


MILEY, S. C. 
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MANUFACTURER NEWS 





FORT WORTH, TEX.: The South- 
wood Corp. has opened a new plant 
for the production of Amerwood, 
pre-finished pine paneling. The plant 
contains 24,500 sq. ft. and is on a 
four-acre tract. 


HAMILTON, OHIO: W. L. Weber 
of 435 Dick Avenue has been ap- 
pointed a sales representative for the 
Malta Manufacturing Co. of Athens, 


Ohio. His territory includes Ken- 
tucky. 

PITTSBURGH, PA.: Allan L. Cox 
has been named a sales representa- 
tive for the Mastic Tile Corp. of 
America. His territory includes West 
Virginia. 

ATLANTA, GA.: Paul F. Hallman 
has been appointed manufacturers’ 
agent by the Hess Co. of Chicago 





for 
Home and Business Interiors 


3 Fast-Selling Finishes to Choose from 


Sells on Sight 


with this exclusive 


WALLACE DISPLAY UNIT 


Customers actually sell themselves on 
the fresh beauty of Wallace Decorative 
Wallboards when they see panels arrayed 
in this eye-catching Wallace Display Unit. 

And because customers are able to con- 
veniently see and examine all of the 
beautiful Wallace finishes, they're able 
to find just the right combination of col- 
ors and design for their taste. The Sales- 
maker sells complete jobs—floor to ceil- 
ing—not just wainscotes. This makes you 


extra sales... extra profit. 


Like a Wallace Salesmaker Unit in 
your show room? See your Wallace 
Board Products Jobber or write direct to 


factory for full information. 


Udlace MANUFACTURING CO. 


10th and Fayette 
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North Kansas City, Mo. 


and the Southwood Corp. of Fort 
Worth. He will sell the Hess line 
of bathroom cabinets in Georgia and 
Alabama, and Amerwood prefinished 
pine paneling only in Georgia. Hall- 
man’s offices are at 806 Brookridge 
Drive, N. E., Atlanta 6, Ga. 


CHICAGO, ILL.: Howard G. Haas 
has been appointed vice-president 
in charge of sales for the room air- 
conditioner division of the Mitchell 
Manufacturing Co. here. He was 
formerly vice-president in charge of 
advertising and sales promotion. 

HOUSTON, TEX.: Seidlitz Paints 
of Texas, Inc., has appointed C. W. 
(Tom) Perkins III factory represen- 
tative for metropolitan Houston and 
adjoining counties. 


LITTLE ROCK, ARK.: W. T. 
Murphy Jr. has been named board 
chairman for the Arkansas Cement 
Corp., a wholly-owned subsidiary of 
the Arkansas-Louisiana Gas Co. The 
new firm was chartered to construct 
and operate a $15 million cement 
plant at Foreman, Ark. Construction 
is scheduled to begin this fall. 


BROOKLYN, N. Y.: The Shattuck 
Denn Mining Corp. has purchased 
majority control of the Richmond 
Anchor Screw Co. here, manufac- 
turer of concrete form tying and 
anchoring devices. 


CHARLOTTE, N. C.: The Aubrey 
S. Simpson Co. has been appointed 
North Carolina representative for 
the Hechler Manufacturing Co. 


BLADENSBURG, MD.: V. J. Blood 
& Associates, 4217 Edmonston Road, 
has been appointed sales representa- 
tive for the Landers-Segal Color Co. 
of Brooklyn. The territory includes 
Maryland, District of Columbia, and 
Virginia. 

PORTLAND, ORE.: Dr. Robert W. 
Hess has been named director of re- 
search for the Georgia-Pacific Corp. 
Hess has spent a lifetime in wood 
fiber research and is an outstanding 
authority in this field. 


OTTAWA, KAN.: Ivan K. Knight 
has been appointed general sales 
manager of the Ottawa Steel Divi- 
sion of L. A. Young Spring & Wire 
Corp. Knight was previously asso- 
ciated w.th NecNiel Ford Tractor & 
Implement Sales. 

ASHEVILLE, N. C.: J. L. Stott 
has been named sales representative 
in the Asheville territory for the 
Lloyd A. Fry Roofing Co. Stott re- 
cently operated a home insulation, 
roofing, and heating business here. 

WHIPPANY, N. J.: Dr. Arnold 
J. Hoiberg has been appointed as- 
sistant research director of the Flint- 
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kote Co. with headquarters at the 
firm’s laboratory here. Hoiberg, an 
authority on asphalt technology, was 
formerly asphalt researeh director 
for the Lion Oil Co. He is a past 
president of the Asphalt Paving 
Technologists Assn. 


MIAMI, FLA.: Paul A. Albus has 
been appointed assistant to the 
president of the Ludman Corp., 
manufacturer of aluminum windows 
and jalousies. He is a veteran bank- 
er, originally from New York. 


MACON, GA.: Thomas E. Snead 
has been named sales representa- 
tive for Insulite building products. 
His territory is central and southern 
Georgia and part of northern Flori- 
da. 


MILWAUKEE, WIS.: Ben H. Nor- 
rid has been appointed Florida sales 
representative for Inland Steel Prod- 
ucts Co. He was formerly sales rep- 
resentative in the South Central 
states. 


HOUSTON, TEX.: Ned Whitenton 
has been appointed district manager 
for the Houston district of the United 
States Gypsum Co. He succeeds Vic- 
tor Limon, who has been transferred 
to the export sales department. 
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ASPHALT SHINGLES DEFY TEXAS TORNADO 


A TEXAS TORNADO recently 
picked up a six-room house, twist- 
ed it 25 feet from its foundation, 
slammed it down on one corne! 
and twisted it some more before 
dropping it to the ground. 

The roof of this Texas farmhouss 
took a terrific beating from flying 
timber and building tin. A few 
scars showed after the storm was 
over, but not one of its Johns-Man- 
ville Seal-O-Matic asphalt shingles 


penco aluminum windows 


Windows that please home buyers by 
their utility, their clean-shadowed 
good looks ... windows that please 


builders by their precision 


engineering, their weight, their 
strength and rigidity. Here are 


windows that please your customers 


... Windows that promise you 


repeat sales, increased profits. May 


we give you more information? 
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had been disturbed by the high- 
velocity winds. 

There was no water damage to 
the battered building either. The 
shingles had held tight. 

Owner of the farmhouse was 
Charlie Martinek of the Oscar com- 
munity near Temple, Tex. He had 
purchased the shingles from the 
M & W Lumber Co. in Temple 11 
months before the devastating tor- 
nado struck. 
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Orangeburg Mfg. Names west and Northwest regions. 
Shutz and Dietz Other Orangeburg appointments 
include Carl F. Arnold, new sales 
manager for the Central Middle 
The Orangeburg Manufacturing Atlantic district, and Joseph E. 
Co., Inc., Orangeburg, N. Y., has Milardo, sales manager for the 
appointed William B. Shutz man- North Central district. 
ager of bituminous pipe sales, and Arnold will serve the District of 
Harry N. Dietz manager of fiber Columbia, Maryland, West Vir- 
conduit sales. ginia, Virginia, Kentucky, Ohio, 
Shutz joined Orangeburg in and western Pennsylvania, with 
1943, serving as Middle Atlantic headquarters in Washington, D. C. 
district sales manager. Dietz be- Milardo will supervise sales in 
came associated with the firm in Kansas, Nebraska, Missouri, North 
1939 as secretary to the chief and South Dakota, with headquar- 
engineer. Since 1948 he has been ters in Kansas City, Mo. 
district sales manager in the South- Orangeburg has recently ac- 


Al Dependable Source ox, wv agnapnee 


sales representative of the Lloyd A. 


ch OF WELL MANUFACTURED | Fry Roofing Co. for its Nashville, 
Ser A SEASONED | Tenn., territory, under the supervi- 


sion of Fry’s Memphis plant. A native 


E i: $344 #4 AND GRADED | of Nashville, Hines has been in the 


cred: 


hi ahiee ae LAKEVIEW, OREGON 4 | ‘ , 
"3 SB af _ @ LUMBER AND | roofing and home improvement busi- 


mi Je DORRIS = ness since 1932. His headquarters are 
a te LUMBER PRODUCTS | Highway 100, Route 5, Nashville. 
a, Pines @ HAYFORK 

In addition to our own 


i! | 
—— 12 sawmills, Javad quired 3%2-acres of plant site and 
40,000 sq. ft. of manufacturing 
x facilities from the Lynch Corp. 
FORESTHILL ' in the procurement and | of Anderson, Ind. Located in 
ouoewine 4 distribution of all West Marion, Ind., the new Orangeburg 
\ plant will supplement present pro- 

scion he: ened Coast lumber products | duction of SP plastic pipe. 


WILSEYVILLE” @ ‘s pe oe , 
WHITE PINES\\ and maintain buying 


UKIAH ¢ are actively engaged 


arr hi ; offices in producing 


o /f NoRTH FORK‘, areas to give the trade | Viclad Buys Tracy Co. 


a complete one-call 
“ Viclad Industries, Inc., has pur- 


balanced service. chased the Tracy Manufacturing 

Co. of Pittsburgh. Alfred Dallago 

‘ has been named president, and 

0 P ? Oscar W. Fast has been appointed 
. sales manager in charge of dealers 


/ ~~ and distributors. 
94, 7 


@ SAN BERNARDINO . 


‘ 





Basic’s New Division 





Basic, Inc., has formed a new 
<< = division, Tiger Brands, Inc., which 
= | will be responsible for sales of 
Sts “<< LUMBER DIRECT FROM OUR | lime products, acoustic plaster, 
a HIGH SIERRA MILLS TO YOU | insulation materials, and other 
| Basic products for the building 
industry. 

Division sales managers for 
TarTrer. WEBSTER & JOHNSON, INC. posi ne gge er Clyde C. 
P.O. BOX 3498 oS Turner, with headquarters in At- 
San Francisco 19, California @ lanta, Ga., and James A. Turner, 

PRospect 6-4200 Teletype_SF 211 eras located in Richmond. Va. 
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ASSOCIATION ACTIVITIES 





Southwestern Dealers Study ‘Dynamics of Selling’ 


A NEW selling era has started for 
the building supply dealers in 
Arkansas, Kansas, Missouri, and 
Oklahoma, who have attended the 
selling conferences held by the 
Southwestern Lumbermen’s Assn. 
on the “Dynamics of Selling Sys- 
tem,” according to Executive Vice- 
President Ken Milliken. 

The sales training conferences 
are the third phase of a carefully 
planned program to increase the 
efficiency and success of lumber 
dealers throughout the four-state 
region, Milliken said. ‘First, we 
held nine Paul Hollenbeck man- 
agement workshops to help dealers 
become acquainted with all over- 
head items and other factors that 
help them price their merchandise 
individually from the basis of re- 
turn on their investment. A total 
of 250 dealers attended these work- 


shops for top management. 

“Another phase of this program 
is our correspondence course in 
basic drawing and light frame con- 
struction. Over 200 dealer em- 
ployees in our area have success- 
fully passed this 10-week course. 
It enables the employee to turn a 
prospect’s ideas into sketches and 
scale drawings — a necessary ele- 
ment in ‘package selling,’ and gives 
the dealer a proved means for con- 
trolling the sale instead of drain- 
ing off profits by bidding on ma- 
terial lists.” 

Arthur O. Harris of Buffalo, 
N. Y., originator and developer of 
the “‘Dynamics of Selling System,” 
personally conducted three con- 
ferences for top management for 
SLA in Kansas City, Mo., Hutchin- 
son, Kan., and Wagoner, Okla., in 
June. Two other conferences were 


held in Springfield, Mo., and Little 
Rock, Ark., in August. 

According to Milliken, this sell- 
ing system isn’t a course and it 
isn’t a “canned” sales presentation. 
“It gives a dealer and his sales 
personnel a common sales story 
for communication to each other 
and to the customer. The result is 
that they will sell on purpose and 
not by accident. This system’s chief 
value lies in the simplicity and 
uniformity of procedures for de- 
termining and presenting mer- 
chandise information in a time- 
saving and effective way to increase 
sales efficiency and customer satis- 
faction. No prerequisite training 
is required and the system can be 
introduced at all levels of selling.” 

The selling conferences for top 
management consist of two sessions 
of two days each, separated by 








Cleanout doors 


able in formed steel or cast 
iron; durable, close-fitting, 


easy to mount. 


Access doors are 


board, stone, wood; 


for plastered walls. 


are avail- Crawl space doors are 


available for tile, masonry, brick, wall- 


and with or without expansion ee 


~\ 


completely assembled, 
ready to install without 
special framing. 














Designed for the builder’s convenience, Vestal metal doors are 
available for practically all building needs, in a wide variety of 


sizes and styles; quality construction guaranteed. 


VESTAL... Quality Name in Metal Building Products 


a... Lintels 


Cast Iron 
ey Dampers 
~ 

“Ss 2_> 


Window Wells 


Manufacturers of circulator fireplaces, fireplace dampers, ash 
dumps, foundation and under-eaves ventilators, steel mortar 


boxes, wall ties and joist hangers, drainage and sewerage castings. 


For complete catalog, write Dept. SBS 


VESTAL MANUFACTURING CO., P. 0. Box 152, Sweetwater, Tenn. 


SOUTHERN BUILDING SUPPLIES for SEPTEMBER, 1957 


Cistern Rings 
and Covers 





For more details on above items, use Coupon on Page 66 





BEST PROFIT 
PACKAGE 
HOME REMODELING 














THE ONLY HEAVY DUTY COMPLETELY 
ADJUSTABLE WROUGHT IRON RAILING PRE- 
PACKAGED FOR THE DO-IT-YOURSELF MARKET 


Railing sections (4 or 6 ft.) adjust to 
any angle. Pre-drilled newel post and 
adjustable fittings make installation a 
breeze. Requires no detailed diagram- 
ming or measuring—cuts necessary 
inventory to a minimum. 


3 Basic Parts Work 
Wrought Iron Wonders! 


Complete floor display unit and 
merchandising package supplied 
with initial order. Includes dis- 
play cards, literature, planning 
charts, order blanks, instruction 
sheets, and newspaper mats. 
a ee ee ee ee ee ee ee oe 


= Versa Products Company 
Lodi 4, Ohio 


Send complete details on Versa Railing to: 


STATE 
= = os os 


NAME 














JOBBER 
2 oe ee ee ee ee 





88 For more details on above items, use Coupon on Page 66 





some three weeks. These will be 
followed this month by 1%-day 
conferences for sales employees of 
the dealers and managers who at- 
tended the first selling conferences. 
Employee sessions will be held in 
Kansas City, Mo.; Parsons, Wichita, 
and Dodge City, Kan.; and Tulsa, 
Stillwater, and Lawton, Okla., this 
month. 

Dealers who attended the June 
sessions on ‘‘Dynamics of Selling”’ 
enthusiastically approved the im- 
mediate and lasting benefits it can 
bring their organizations for build- 
ing sales. The system by Harris, 
who has served for 20 years as sales 
promotion counselor for several 
nationally known companies, is 
used by major manufacturers and 
department stores in the nation. 

Milliken said other conferences 
would be scheduled soon for dealer 
members of the Southwestern Lum- 
bermen’s Assn. 


Virginians in New 
Compensation Ins. Plan 


Members of the Virginia Build- 
ing Material Assn. have enrolled 
in a workmen’s compensation 
classification dividend plan on a 
sort of “group basis” through the 
American Motorist Insurance Co. 
It is an affiliate of the Lumber- 
men’s Mutual Casualty Co. Both 
companies have huge assets and a 
long background of experience in 
insuring and_ servicing lumber 
and building material industries 
through similar programs. 

Although rates and policies for 
the workmen’s compensation in- 
surance are “standard,” substantial 
savings are possible through the 
plan because individual premiums 
on good lumber and building ma- 
terial dealer risks can be combined 
for dividend purposes in a “group” 
plan. 


BIVINS TAKES OVER FLORIDA ASSOCIATION REINS 


NEW OFFICERS and directors of 
the Florida Lumber and Millwork 
Assn. will be installed on October 
5 at the annual meeting of the 
group’s board of directors in Win- 
ter Park. 

From left to right in the above 
picture are seen Arthur C. Bivins 
Jr. of Miami, new president; Mrs. 
Marie Bennett of Orlando, execu- 
tive secretary and treasurer; and 
D. Biemann Alexander of Daytona 
Beach, vice-president. The other 
new vice-president is Ed Griffin 
of Lake Wales. 

These officers and the new direc- 
tors were elected at the annual 
association convention in Daytona 
Beach last April. 


The new directors include Hugh 
E. Williams Jr., Tallahassee; Mar- 
tin F. Stuck, New Smyrna Beach; 
George Lainhart, West Palm 
Beach; C. B. McGinnis, Lakeland; 
Henry McWhorter Jr., Clearwater; 
and Steve Adamick, Ocala. H. Gray 
Eckles of St. Petersburg, the re- 
tiring association president, is new 
director-at-large. 

The associate directors include 
C. T. Parsons, Jacksonville; M. E. 
Pipkin Jr., Miami, and Wilber 
Davis, Tampa. 

R. C. Tylander of West Palm 
Beach is the NRLDA dealer-direc- 
tor, and Forace F. Holland of 
Panama City is alternate dealer- 
director. 
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CONVENTION 
CALENDAR 





SEPTEMBER 15-18: International 
Concatenated Order of Hoo-Hoo. 
Dinkler-Plaza Hotel, Atlanta, Ga. 
Annual convention. 


OCTOBER 20-21: Oklahoma Lum- 
bermen’s Assn., Municipal Audi- 
torium, Oklahoma City. Convention 
and merchandising mart. 


NOVEMBER 4-7: Building Prod- 
ucts Exposition of the National Re- 
tail Lumber Dealers Assn., Conven- 
tion Hall, Philadelphia, Pa. 


JANUARY 19-23: National Assn. 
of Home Builders, Conrad Hilton 
and Sherman Hotels, Chicago, IIl. 
Convention and exposition. 


JANUARY 27-29: Southwestern 
Lumbermen’s Assn., Municipal Audi- 
torium, Kansas City, Mo. Convention 
and exposition. 


FEBRUARY 3-5: Southeastern 
Dealer Convention and Building 
Material Show, Biltmore Hotel, At- 
lanta, Ga. Co-sponsored by the 
Alabama, Florida, Georgia, and 
Tennessee dealer associations. 


FEBRUARY 12 - 14: Virginia 
Building Material Assn., The Home- 
stead, Hot Springs. 


MARCH 4-6: Carolina Lumber and 
Building Supply Assn., Coliseum- 
Auditorium, Charlotte. Convention 
and exposition. 


MARCH 31-APRIL 2: Mid-South 
Convention and Building Material 
Show, Municipal Auditorium, Mem- 
phis, Tenn. Sponsored by Tennessee 
Building Material Assn. 


APRIL 17-19: Florida Lumber and 
Millwork Assn., Harrison Hotel, 
Clearwater. Annual convention. 


APRIL 27-29: Lumbermen’s Assn. 
of Texas, Coliseum, Houston. Con- 
vention and exposition. 


160 Attend Oklahoma 
All-Family Outing 


One hundred sixty members of 
the Oklahoma Lumbermen’s Assn., 
suppliers, their wives and children 
attended OLA’s second annual all- 
family meeting. It was held at 
Western Hills Lodge, Sequoyah 
State Park, near Wagoner, July 
26-28. Two business meetings were 
held along with OLA’s board of 
directors meeting. 

At the breakfast meeting, “Lum- 





ber Lou,” Mrs. Jessie Gilstrap of centennial year. All women and 
Bentonville, Ark., gave her ‘Nail girls were presented with an old- 
Keg Filosofy.” Her talk amused fashioned sun bonnet, a symbol 
men, women and children. of the pioneering grandparents 
The speaker at the evening who settled the state of Okla- 
meeting was Leo L. Shoemaker. homa. 
His subject was “Too Wet To Western Hills, located near the 
Plow.” Past-president of the Na- beautiful Lake Fort Gibson, af- 
tional Society of Sales Training forded abundant pleasures in 
Executives and a noted public swimming, boating, skiing, and 
speaker, Shoemaker is_ branch horseback riding. 
manager of the National Cash During the directors’ meeting, 
Register Co. in Dallas, Tex. plans for OLA’s 11th Annual Con- 
The spirit of the meeting was vention and Merchandising Mart 
built on Oklahoma’s first 50 years to take place in Oklahoma City, 
and the celebration of her semi- October 20-21, were announced. 














LOUVRED WINDOWS 


When building or remodeling, if you 

really want to add something special 

think of SUN-SASH louvred windows . . . 

Bronze Bearings .. . the modern idea that’s sweeping the 

Se Country! The handsome look of these 
9. - : pol 

eine extraordinary windows will give your 

give twice the leverage home new PRESTIGE! . . . They'll add 

for ease of operation luxury and comfort to every room! Ideal 

Easy to install. . . for ventilating kitchens, bathrooms, 

fits any size opening bedrooms . . . or for creating a whole NEW 

room by enclosing porch, patio, or 

breezeway! All at surprisingly low, low cost! 


* IN STOCK! 
¢ IMMEDIATE DELIVERY! 


INCORPORATED 


BINSWANGER & (0: 


* Richmond, Va. Columbia, S. C. * Memphis, Tenn. 

* Roanoke, Va. Florence, S. C. * Little Rock, Ark. 

* Greensboro, N. C. Greenville, S. C. * New Orleans, La. 

¢ Fayetteville, N. C. Macon, Ga. * Shreveport, La. 
Jackson, Miss. 
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LOOK US OVER... 


Esa ‘ONE-SOURCE” 


SUPPLIER OF 


SPECIALTY NAILS! 


¥ One Catalog ORDER CAN 
¥ One Salesman BE GROUPED 


FOR LOWER 
¥ One Order Blank PRICES! 


Here’s a sampling 


STORMGUARD & DOUBLE-DIPPED 


in MOLTEN ZINC 
ROOFING 
Sma ii 1810) fai gaa ao ai 
5R-104A (ALSO SCREW AND PLAIN SHANK) 
WOOD SIDING 
Sees MNHNNK A MAND ANNBANA NAAM DH i= 
CAT. NO, $-205A (ALSO PLAIN SHANK) 


INSULATING SIDING 
(11 STOCK COLORS) 








FO i i i i i i ee 








* CAT. NO. $-245 (ALSO ANCHOR SHANK) 
HARDBOARD 


CAT. NO. S-257S (ALSO PLAIN SHANK) 


—— METAL ROOFING 
COMPRESSED LEAD HEAD 


ae SF 





CAT. NO, P-223...BARBED SHANK—BRIGHT 
(ALSO RING SHANK) 


UMBRELLA HEADS 


Bc PIECE STEEL... HEAVY SHANK) 


\ CAT, NO. R-134A (ALSO SCREW SHANK) 
INTERIOR 
UNDERLAYMENT 
pees = ttadaAdAdAadsA: - 

CAT NO, F-142 


FLOORING 





CAT, NO, F-68... HAND OR MACHINE DRIVING 
(ALSO CASING HEAD NAILS) 


__DRYWALL 


CAT. NO. 0-81 


~—— POLE-TYPE NAILS eee 


CAT, NO, 528-A 


— TRUSS RAFTER NAIL—— 
mS SSSSSSSSS> 


CAT. NO, 521-S 
MASONRY 
SS 


CAT. NO, H-57S (ALSO PLAIN SHANK) 
SEND FOR FREE HANDBOOK 
& DESIRED SAMPLES 


“IT PAYS TO BUY MAZE 


al W.H. MAZE COMPANY 


PERU 14, ILLINOIS 
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HELPFUL 
LITERATURE 





RED CEDAR SHINGLES. Three up- 
to-date folder-directories of member 
red cedar shingle and shake pro- 
ducers are available from the Red 
Cedar Shingle Bureau, Dept. SBS, 
5510 White Building, Seattle 1, Wash. 
The concerns listed are those whose 
products meet the requirements of 
the bureau’s grading system. 


REDWOOD BIBLIOGRAPHY. The 
Foundation for American Resource 
Management, Dept. SBS, 582 Mon- 
adnock Building, San _ Francisco, 
Calif., has published in book form 
an annotated bibliography of more 
than 2,000 pieces of literature per- 
taining to redwood. “California Coast 
Redwood” is by Emanuel Fritz, red- 
wood specialist and consulting for- 
ester for the California Redwood 
Assn. The book costs $7.50. 


FARM BUILDING. Plan No. PF- 
105 is one in a series of Southern 
Pine Association publications on 
modern farm structures. It guides 
the farmer step by step through 
the construction of a multi-purpose 
pole-type building with a clear span 
interior of 30’ x 50’. Southern Pine 
Assn., Dept. SBS, P. O. Box 1170, 
New Orleans, La. 


HARDWOOD FLOORING RULES. 
The leaflet entitled “Please Don’t” 
explains the rules that contractors, 
floor layers, and D-I-Y builders 
should follow in eliminating mois- 
ture and expansion from kiln-dried 
hardwood flooring. The leafiet also 
deals with flooring nails. Maple 
Flooring Manufacturers Assn., Dept. 
SBS, 35 E. Wacker Drive, Chicago 
1, Il. 


FAUCETS. Delta single-handle fau- 
cets are described and illustrated in 
color literature. Masco Screw Prod- 
ucts Co., Dept. SBS, 12825 Ford 
Road, Dearborn, Mich. 


FINISHING PLYWOOD. The illus- 
trated booklet, “Manual on Finish- 
ing Plywood,” describes the many 
methods of finishing plywood, such 
as bleaching, staining, painting, col- 
or toning, etc. Simpson Logging Co., 
Dept. SBS, 2301 N. Columbia Boule- 
vard, Portland 17, Ore. 


PAINT PROFITS. A booklet en- 
titled “Are You Realizing Your 
Paint Sales Potential?” contains 
information about the profits avail- 
able to lumber and building mate- 
rial dealers through the addition 
of a paint line. The 12-page book- 
let also gives tips on how to mer- 
chandise paint’ effectively. The 
O’Brien Corp., Dept. SBS, 101 N. 
Johnson Street, South Bend 21, Ind. 


I'm a builder 


As a builder I know the value of 
both sales appeal and customer 
satisfaction. That’s why I always 
use Wolmanized® pressure-treated 
lumber everywhere wood members 
are near the ground or contact 
masonry in houses I erect. Then 
I can tell prospects and buyers, 
“These houses have lifetime pro- 
tection against termites and rot.” 
Naturally, both my lumber dealer 
and I profit. He gets more house jobs 
from me. I get more satisfied home- 
owners who recommend me. 


Wolmanized 


PRESSURE-TREATED LUMBER 


If you’re a dealer inter- 
ested in products with 
growing profit potentials 
and markets, write for this 
booklet. It tells you about 
Wolmanized lumber, where 
to use it, where to get it. 


Wolman Preservative Dept. 
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KOPPERS COMPANY, INC. 
1456 Koppers Building, Pittsburgh 19, Pa. 








Wolmanized® 
PRESSURE-TREATED LUMBER 
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»» Wood paneling is a highly popu- 
lar and profitable line for the Witt 


Building Material Company in 
Knoxville, Tennessee, because they 
offer a wide variety of species — 
and they can be seen in use in 
eye-catching displays throughout 
the offices and sales room. 

Owners Jim and Ab Witt fore- 
saw the trend to more use of wood 
paneling in homes and offices four 
years ago when they built new 
offices over their new store. They 
decided the best way to show peo- 
ple the wide variety of paneling 
was to panel their various sales 
and business offices with them. 

“I think people today are be- 
coming more aware of the beauty 
of wood and a certain amount of 
paneling in any house creates a 
warmth hard to get in any other 
product,” Ab Witt observed. “Of 
course, people have various tastes. 
Some want dark woods, some 
knotty, some clear. We try to put 
in stocks to take care of any per- 
son’s likes. 

“We have our millwork plant, 
with facilities to make up mold- 
ings or cabinets, or anything nec- 
cessary along with the paneling 
to match. 

“We now carry 25 different 
species of woods and are able to 
satisfy the desires of most any 
person along that line. Selection 
is also made easier for the custo- 


mer by seeing the finished panel- 
ing in our offices. We use no stain 
The customer sees the woods with 
only the natural finish.” 

The variety of woods used in 
the various offices include ash, 
red gum, butternut, spruce, oak, 
walnut, cherry, cypress, pecky 
cypress, ponderosa pine, yellow 
pine, cedar, birch, chestnut, ma- 
ple, obeechee, Western white pine, 
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The walls of Ab Witt’s office at the 
Witt Building Material Company in 
Knoxville, Tenn., are paneled horizon- 
tally at the bottom with red gum, and 
vertically at the top with ash. The desk 
was made in the Witt millwork shop 
of walnut and is finished naturally 
like the walls. Witt discusses a piece 
of lumber with a visitor. 


4 sales office groups several Witt 
wood specialties, below. The mantel 
is of African obeechee wood. The cabi- 
net is white pine. The shutters are 
ponderosa pine. A total of 25 differ- 
ent species of wood are on display 
as paneling in the various Witt offices. 


knotty white pine, mahogany, and 
others. 

Not all of these are in the offices 
on the second floor. Maple, birch 
and ash are used on the store 
counters on the first floor. 

Doors, too, are of varied species 
of woods and are of different 
types, such as sliding pockets or 
hinged. 

In the hall on the second floor, 
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DEALERS... 
pistriguTors! 


Franchises 
Now Available 


* Consumer-preferred 
* Easy-To-Sell 
* Profitable 


BIELLEOUSE 


ALUMINUM 
AWNING WINDOWS 





New Features 


% Double Seal Construction 
provided by Tubular type 
weather trap. 

% Extruded Aluminum 
provides modern durable 
construction and minimum 
maintenance. 


% Factory Glazing Optional 
provides low selling cost and 
trouble free glazing; double 
strength glass only. 

Take a minute now to learn about MORE 
Bellhouse exclusive sales appeal features .. . 
the long-profit and low stock requirement 
feature of your Bellhouse franchise . . . the 
fast-growing demand for this better engi- 
neered window. Standard and modular sizes, 
shipped with or without glazing . . . fast 
delivery on large or small orders. Specify 
your territory requirements when you ask for 
further particulars. Write or phone today for 
prompt attention. 


BELLHOUSE 
luminum 
AWNING WINDOWS 
Okeechobee Road At 
Military Trail 
West Palm Beach, Fla. 
Phone TEmple 3-1733 
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a disappearing stairway is install- 
ed for demonstration. A visitor 
seated there sees African obeechee 
wood paneling around him and 
knotty white pine at the side of 
the steps down to the first floor. 

“In a new display room we are 
now finishing up,” Witt continued, 
“we are putting in some wood 
paneling with stain finish so that 
customers may see what can be 
done by creating different effects 
with the same woods. 

“Our feeling is that paneling can 
be overdone in any home. We be- 
lieve it is well to limit it to only 
a fair portion of the house, and 
to use different types of wood 
where a considerable amount is 
used in the home. 

“You wouldn’t want every room 
painted green or the same wall- 
paper in every room. And you 
wouldn’t want the same kind of 
paneling in every room. 

“Wood paneling is highly satis- 
factory in offices, especially since 
it requires practically no attention 
other than occasional wipedown 
with a cloth. 

“Our present offices have been 
built for four years, but nothing 
has been done to the woodwork 
except to wipe it down. If we had 
painted it in light colors, it would 
have been necessary to clean or 
paint it frequently. The added cost 
of paneling is sometimes more than 
offset by the reason of the low 
upkeep. 

“In playrooms, rumpus rooms 
or family rooms, paneling forms 
an ideal wall. They have been a 
most popular spot for paneling 
in modern homes. You can vary 
it, we point out, as is done here 
in our offices, with dark paneling 
as wainscoting and light paneling 
above for light reflection.” 

Lumber and other building sup- 
plies are also displayed outside 
the office and sales building in 
the plant yards and sheds. The 
Witts show they have in stock 
sound, graded lumber to fill all 
needs. They advertise that they 
can supply lumber for any type 
of construction, from large build- 
ings to the simple Do-It-Yourself 
chore. 

One popular promotion for the 
Do-It-Yourself fan was on Witt’s 
packaged short lengths of lumber 
— made up of odds and ends from 
the mill. 

Another Witt promotion call- 
ed attention to a service which 
lets a customer go into the stock- 
room and pick out the plywood 
“scraps” wanted. Witt personnel 
then weigh the customer’s selec- 








ELL MORE SCREWS — 
SELL SOUTHERN! 


NE-SOURCE SUPPLY — 
SAVE TIME, SAVE MONEY ! 


SA-MADE TO FEDERAL 
SPECIFICATIONS ! 


EXAS TO CANADA, COAST- 
TO-COAST DISTRIBUTION! 


EADED FOR EVERY USE — 
SLOTTED, PHILLIPS ! 


1-10-¢€ * LABELS. 
EASY-TO-SELL PACKAGING! 


ESERVE STOCK, 
READY TO SHIP! 


ATIONALLY ADVERTISED 
TO YOUR CUSTOMERS! 


Sold Through Leading Wholesale Distributors 


Wood Screws @e A, B & F Tapping Screws 
Machine Screw & Nuts e Dowel Screws 
Drive Screws @ Stove Boits @» Hanger 


Bolts @ Carriage Bolts 


SCREW 


STATESWNKE + 


COMPANY 


NORTH CAROLINA 


WAREHOUSES: 
New York @ Chicago @ Dallas @ Los Angeles 
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tion and charge him a reduced 
price. 

Even other dealers have been 
helped by this firm. 

“We stock long lengths of lum- 
ber for those building anything 
up to 24 feet long,’ explained 
Witt. 

“We serve a number of other 
dealers with that type of mate- 
rial. We realize it is not practical 
for every dealer to carry a com- 
plete line of stocks in some slow- 
selling items. 

“We have always tried to work 
with other dealers to supply them 
with any of these materials we 
have and which they may not 
have. Consequently, we _ enjoy 
fairly nice business from other 
dealers in this area.” 


Baldwin-Hill Expands 


The Baldwin-Hill Co. of Tre 
ton, N. J., has formed a new 
acoustical division which will 
market a complete line of nois« 
control products under the Bald 
win-Hill name. 

This national manufacturer 
insulation for homes and industr) 
has produced acoustical materials 
for many years for other mai 
keteers. 

M. F. Rees has been appointed 
sales manager of Baldwin-Hill’s 
new acoustical division. He has 
had 20 years of experience as an 
acoustical contractor and recently 
served as sales manager for an- 
other acoustical products manu- 
facturer. 


In the upstairs halls and offices of the Witt firm, below, customers can see many 

handsome wood panelings in use. Window walls permit view of office panelings 

without disturbing office workers. Different types of doors are used on the 

offices, so customers can compare for selection. The neat exterior of the Witt 
lumber yard and building is seen above. 
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Boost your profits 
with 
these fast-selling 


PRODUCTS 


by 


CAMPCO Painted Steel 
DOME DAMPERS 


Built extra rugged for long life 
... Designed for minimum 
smoke restriction! 


Made from heavy boiler-plate steel, 
Campco Dampers eliminate possibility 
of breakage in shipping, handling or in- 
stallation. Built-in expansion bars pre- 
vent damage to masonry from expansion 
or contraction. Available in 5 sizes. 


a 


CAMPCO Painted Steel 
LINTELS 


Strong, durable—can’t sag 
ever... insure crack-free 
walls over openings! 


In addition, Campco Lintels are designed 
for maximum mortar bond and to prevent 
water from running back under wall into 
sash. Full range of sizes in 6”’ increments 
eliminates cutting and fitting on job. 


“hit, for Odtits! 


CAMPCO DIVISION 


2222 South Bivd. * Charlotte 3, N.C. 
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GE 
CALDWELL SPIRAFLEX?! 


To be sure, everyone would have been 
happier had they done so, for with Spir- 
afler there’s no slip, no creep, no bind! 


Spiraflez is the first 1-piece weatherstrip- 
balance unit to offer true counterbalance 
with spiral sash balances. 


There is no practical substitute for the 
quality window with Caldwell Sash Bal- 
ances or Spiraflex balance-weatherstrip 
combination. 


THE CALDWELL GUARANTEE 
All Caldwell Sash Balances are guaranteed to pro- 
vide positive lifting power for the lifetime of the 
building. Backed by Caldwell’s 69-year reputation 
Sor making quality products and standing behind them, 


CALDWELL TAPE BALANCES 
for Residential, Commercial 
and Institutional Sash. Wid- 


est range of types and sizes of 
tape balances made. 


CALDWELL SPIREX 
for Residential Windows. 
The spiral balance that can be 
adjusted easily and quickly, 
after installation. 


CALDWELL HELIX 
for Commercial and Insti- 
tutional Sash. The spiral 
balance specifically designed 
for heavy sash. 


THE SPIRAFLEX 
Combination weatherstrip 
—sash balance for Resi- 
dential Windows. A supe- 
rior 1-piece weatherstrip with 
spiral balances for true coun- 
terbalance. Factory assembled 
into a single unit. 





For additional information or name of 
your Caldwell representative write to: 


CALDWELL MANUFACTURING COMPANY 
63-C Commercial Street, Rochester 14, N. Y. 


SASH BALANCES 
ROCHESTER, N.Y. © JACKSON, MISS. 
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SAVANNAH, GA.: R. M. Gold- 
smith has been named supervisor 
of the U. S. Plywood Co. office 
here. He was formerly with the 
McDougald Realty Co. 


MOBILE, ALA.: Mobile Mill 
Works, Inc., has been appointed 
distributor of Insulite building prod- 
ucts. The firm is located at 2603 
Halls Mill Road. 


PARKERSBURG, W. VA.: The 
Building and Industrial Wholesale 
Co. has been named distributor of 
Armstrong building products here. 


SPRINGFIELD, MO.: The L. O. F. 
Glass Fibers Co. has named the 
Westport Building Material Co. its 
local distributor. 


LEXINGTON, KY.: The Midsouth 
Supply Co. has been appointed dis- 
tributor of Armstrong building prod- 
ucts. 


ST. JOSEPH. MO.: Ross Frazer 
Supply Co. has been named distrib- 
utor for the L. O. F. Glass Fibers 
Co. here. The firm serves northern 
Missouri, northern Kansas, and 
southern Nebraska. 


CHARLOTTE, N. C.: Charles H. 
(Chuck) Conner has purchased the 
interests of Gordon Kenna in the 
Building Products Distributing Co. 
operating as Stylon of Charlotte, 


7 WHOLESALER NEwS 


Inc., at 216 Fairwood Road. Kenna 
will continue his association with 
the firm in the distribution of in- 
sulating panel. 


FORT WORTH, TEX.: Henry R. 
Heller has been named assistant 
sales manager of the Sakrete Divi- 
sion of Texas Industries, Inc., and 
has been transferred here from 
Oklahoma City. General offices are 
at 700 E. Sixth Street. 


ATLANTA, GA.: Thomas M. Car- 
michael manages the West Coast 
lumber department of the Atlanta 
branch of the U. S. Plywood Corp. 
They handle carload sales and stock 
lumber specialties. Carmichael for- 
merly was with the West Lumber 
Co. He is also servicing West Coast 
lumber orders for U. S. Plywood 
branches in Miami, Jacksonville, 
Columbia, and Birmingham. 


RALEIGH, N. C.: The Varina 
Wholesale Builders Supply Co. last 
month opened up a new 35,000- 
square-foot warehouse on U. S. No. 
1 north of here. The manager is 
Dewey Powell. From Fuquay Springs 
headquarters, the Varina firm op- 
erates branches also in Greensboro, 
Farmville, and Rockingham, N. C., 
and Timmonsville, S. C. It sells “di- 
rect to the consumer at wholesale 
prices.” 
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350 ATTEND JOBBER’S BARBECUE “OPEN HOUSE” 


The third annual barbecue dinner and open house recently held at the Jackson, 
Tenn., branch of Central Woodwork, Inc. was attended by 350 dealers, archi- 
tects, contractors, and suppliers. The branch serves approximately 250 dealers 


in Kentucky and Tennessee. 


Displays of Central-sold building products 


throughout the warehouse 


attracted much attention. Among them was the General Plywood SSS door. 
Looking at it above are Henry Fulton, Murray, Ky., dealer, at right; Lyn Palen, 
sales vice-president for the General Plywood Corp., at left; and Joe Horn, vice- 
president and manager of Central Woodworks’ Jackson warehouse. 
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ROANOKE WHOLESALER SPOTLIGHTS KITCHEN 





THE ROANOKE Sash & Door Co. 
has erected the Bilt-Well Pink 
Cloud kitchen in the Appalachian 
Electric Power Co. building in 
Roanoke, Va. Created by Carr, 
Adams & Collier Co. and the Frigi- 
daire Sales Corp., the kitchen is 
an exact duplicate of the one shown 
at the National Assn. of Home 
Builders show at Chicago in Jan- 


HoOoo-HoOo 
Actiwities 





FLORIDA: New officers to be in- 
stalled this month by the St. Peters- 
burg Hoo-Hoo Club No. 64 include 
James Apple, president; Edward 
Soltan, vice-president; Robert A. 
Francis, treasurer, and William Both- 
ner, secretary. The Cats were guests 
of the Pinellas Lumber Co. at a 
chicken dinner on August 14, with 
John Booth as host. . . . Tampa Hoo- 
Hoo Club No. 56 elected the follow- 
ing officers for the new year: Hugo 
Schmidt, president; Ross Hays, vice- 
president; Howard Jones, secretary; 
C. D. Swingley, treasurer, and M. J. 
Pascual, assistant treasurer. New di- 
rectors are J. H. Dolcater Jr., Wilber 
Davis, Wayne Albritton, Armando 
Gonzales, and Frank DeNome. The 
Tampa club provided an annual lake- 
side vacation for children from the 
Tampa Children’s Home last month. 


GEORGIA: New officers of Atlanta 
Hoo-Hoo Club No. 1 will be installed 
during the International convention 
in Georgia’s capital. They include: 
Eddie Hill, president; John Cavanah, 
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uary. The exhibit will remain at 


the power company through the 


early part of 1958. 


A recent banquet and premiere 


showing was held by Roanoke Sash 
& Door to introduce this modern 
kitchen to lumber dealers. 

Many dealers in the area have 
already erected Bilt-Well cabinet 
displays to tie in with the exhibit 


vice-president; Luther Davenport, 
secretary, and Tom Stanford, treas- 
urer. New directors — all past-presi- 
dents of the club — will include 
Frank Lake, Ed Taylor, Ross Hana- 
han, Cleon Smith, Bill Shreve, Don 
Maffett, and Benson Jones. 





Q. T. HARDTNER JR., president of 
the Southern Pine Assn. and head of 
the Urania Lumber Co. in Louisiana, 
will be the luncheon speaker at the 
Hoo-Hoo International convention in 
Atlanta on Tuesday, September 17. 
He will discuss the growth and future 
of Southern pine lumber. 








HERES A SALESMAN 
THATS BEEN SELLING 


For 40 Years 





fhis TIME-TESTED Long-Bell Creosoted 
Post has been on the job near York- 
town, Ill. for 40 years. This, like 
millions of other L-B Posts all over 
the country, is giving constant service 
and satisfaction. They have built an 
acceptance for Long-Bell dealers 
everywhere. 


Long-Bell Creosoted Posts are pres- 
sure -treated with 100% creosote oil, 
almost a half gallon in the average- 
sized line post. 


Manufacturers of these other “life- 
time” products— 


CREOSOTED SOUTHERN YELLOW PINE & 


DOUGLAS FIR: 
POSTS ¢ POLES «¢ PILING 
LUMBER © CROSS ARMS « TIES 


WOLMANIZED® DOUGLAS FIR LUMBER 
UNTREATED FABRICATED TRUSSES 


629 W. Bidg. 410 T&P Pass. 
Houston, Texas Station Bidg. 

209 Phildor Bidg. Ft. Worth, Texas 
Dallas, Texas 415 New Moore Bidg. 
P.O. Box 192 San Antonio, Texas 
DeRidder, La. Leonhardt Bldg. 

Okla. City, Okla. 


There Is No Substitute 
For The L-B Brand 





- INTERNATIONAL PAPER COMPANY 


lonc-RerL 


DIiviston 
KANSAS CITY,MO. +* LONGVIEW, WASH 
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Tropical products are 
designed to meet the 
highest standards yet 
remain within the price 
range of all consumers. 


Tropical doors are 
distinctive . . . yet 
blend in with any 
architecture and are 
engineered to every 
climate. 

















Tropical Jalousie frames 
are constructed of 
heavy extruded 
aluminum and weather 
stripped for complete 
protection. 

























Tropical Awning window 
is designed, engineered 
and produced with 
the same skill that 
makes our Jalousie 
and other products 
outstanding the 
world over. 


CLIP coupon NOW! 


' Tena, Yering Mth seas 


All-Climate Control Products 












; 7140 N. W. 7th Ave. Dept. SBS-9. 
Miami, Florida 

t { 

i en t 

If Address 4 
ee eee State_ 
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SILENT SALESMEN 





$2S HARDBOARD 


The Masonite Corp. offers several 
merchandisers to increase sales of 
Duolux, its smooth-two-sides hard- 
board. 

Color posters for windows and 
walls have a “twin models” theme 
similar to magazine advertisements. 

Duolux samples for counter dis- 
play are placed on simple wire 
easels. A label on each side calls 
attention to both smooth sides and 
invites the customer to “turn me 
over.” 

Envelope stuffers are available for 
direct mail or counter displays. 

Contact: The Masonite Corp., Dept. 
SBS, 111 West Washington Street, 
Chicago 2, Il. 


SPRAY VARNISH 


Super Valspar varnish is now pack- 
aged in aerosol containers, available 
in both the clear gloss and satin 
finishes. Container sizes are 12- and 
16-oz. for both types. They are pack- 
ed in 6-unit cartons. 





Valspar’s counter display for these 
containers stands 22” high. It is 
equipped with socket, cord, and a 
timer which illuminates the display 
every four seconds. A supply of 
6-page, full-color folders containing 
furniture refinishing instructions is 
included with the display. 

Contact: The Valspar Corp., Dept. 
SBS, 7 E. Lancaster Avenue, Ard- 
more, Pa. 


FLOOR TILE DISPLAY 


Johns-Manville offers a display on 
Terraflex vinyl-asbestos floor tile 
which can be used as a free-stand- 
ing counter piece or a wall display. 

The center section, approximately 


: ES babe alex 


B ‘lerrafiex » 





16” square, carries full color illus- 
trations and advertising copy. Two 
wing panels, 8” wide each, carry 
samples of marbleized, mottled, 
cork, and the new terrazzo-type col- 
ored tiles. 

The display shows customers the 
complete line of colors and styles 
at a glance. 

Contact: Johns-Manville, Dept. 
SBS, 22 E. 40th Street, New York 
16, N.Y. 


PLASTIC LAMINATES 


The Nevamar Sales Aids booklet 
illustrates the various Nevamar sales 
literature and point-of-sale aids now 
available to dealers and distributors 
of Nevamar high-pressure laminates. 
These include colorful counter dis- 
plays and cards, placards, decals, 
D-I-Y plans, and color selector. 

Contact: The National Plastic 
Products Co., Nevamar Division, 
Dept. SBS, Odenton, Md. 


PLASTIC PANEL RACK 


The Alsynite Co., manufacturer of 
translucent fiber-glass panels, offers 
a lightweight, portable V-rack for 
displaying short panel lengths of 
Steplap and corrugated Alsynite. 
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Designed to step up sales among 
D-I-Y handymen, the rack has a 
pocket holding helpful take-away 
booklets. 

A 15” x 30” metal dealer sign 
is also available from the manufac- 
turer. Imprinted in red and black 
on a white background, it features 
a typical patio. 

Contact: The Alsynite Co. of 
America, Dept. SBS, 4654 De Soto 
Street, San Diego, Calif. 





CABINET HARDWARE 


Penn-Akron’s Futura lines of cabi- 
net hardware are displayed on two 
compact and space-saving finished 
wood merchandisers. They are de- 
signed for counters, windows, or 
walls. 

One board is finished in natural 
wood and displays the knobs, pulls, 
and backplates in the various fin- 
ishes. The other is in two shades 
of gray. It shows the Futura brass 
and black combination cabinet hard- 
ware. 

Price information is on the back 
of the boards. 

Contact: The Penn-Akron Hard- 
ware Corp., Dept. SBS, Woodside 
Tt, B, &. 


REINFORCED MASONRY 


Dur-O-waL has released the findings 
of an independent research study on 
masonry wall reinforcement con- 
ducted by Edwin L. Saxer, professor 
and chairman, engineering depart- 
ment, University of Toledo in Toledo, 
Ohio. 

The report includes the effective- 
ness of deformation of steel side 
rods, design comparison tests, mor- 
tars, the distribution of wall stresses, 
and other related tests. 

Compilations of this report in 
standard file form are available to 
practitioners in the building, engi- 
neering and architectural fields. 

Contact: Dur-O-waL, Dept. SBS, 
P. O. Box 89, Cedar Rapids 30, Iowa. 


SOUTHERN BUILDING SUPPLIES for SEPTEMBER, 1957 





DEALERS SELL 






GALS 
QTS.. PTS 


HALF PTS. 


FAMOUS BRAND 


TANDROTINE 


PAINT THINNER 





ECONOMICAL 

NON IRRITATING 

PLEASANT ODOR 

HIGH FLASH POINT 

LONG LEVELING (NO BRUSH MARKS) 
LONG WET EDGE ‘(NO BRUSH MARKS 


Dealers realize greater profits through faster 


turnover and higher markup. Stock TANDROTINE — today ! 








Summer or winter 


you can enjoy 


THE SUCCESS OF THE 
EARLY BIRD 


if you sell 





ayhawlh 


Screen doors and storm-screen doors — 
sturdily built of handsome extruded alumi- 
num — equipped with finest quality hard- 
ware —and competitively priced. Screen 
doors available in Z-bar or Expander types. 
Storm-screen doors (Z-bar type) available 
with interchangeable or self-storing panels. 


Sold only through established Jobbers. 








Write, wire or phone 410 for name of Jobber nearest you. 
MODERN PRODUCTS, INC. 
901 W. Euclid, McPherson, Kansas 


(MAIL THIS COUPON today for details of the Jayhawker Success Story.) 


Tell us more about Jayhawker doors — and 
put us in touch with our nearest Jobber. 


MODERN PRODUCTS, INC. 
McPherson, Kansas 

0 We are dealers in building supplies. 
NAME. ee 
ADDRESS — 
CITY & STATE 


[) We are building contractors. 
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Classified Advertising 


Terms — Cash With Order 
Minimum Charge $5.00 





RATES: 
$.10 per word for each insertion. 
Add $1.50 per insertion for blind ads bearing 
box number. Replies provided without addi- 
tional charge. 
All ads for classified section must be in publica- 
tion office on the 18th day of month preceding 
date of publication. 
Advertisements are set in uniform type of this 
size. No cuts or special borders allowed. Mail 
ad copy to: 
SOUTHERN BUILDING SUPPLIES 
806 Peachtree St., N.E. 
Atlanta 8, Georgia 





REPRESENTATIVE WANTED 





A leading manufacturer of aluminum building 
products has openings for young and aggressive 
representatives who are experienced with the 
building material trade. Top commissions and 
protected territories if you can qualify. Write 
all details to Box 86, care SOUTHERN BUILD- 
ING SUPPLIES, 806 Peachtree Street, N.E., At- 
lanta 8, Georgia. 





Commission representatives wanted to sell Pruden 
Steel Building Frames to lumber dealers. Market 
potential unlimited. Unique design features clear 
span construction to 40, 50 and 60 feet. Frames 
combine with roofing, siding, hardware and 
lumber already in stock to answer lumberman’s 
need for a low cost, post-free, easily erected 
profit-maker. Write today for details. PRUDEN 
PRODUCTS CO., DEPT. SBS, EVANSVILLE, 
WISCONSIN. 





SALESMEN — SCREEN DOORS 


Live wires in all territories to sell ee _ 
selling “All-aluminum” screen door 

plete with hardware as low as $13.72. Rep 
resentatives who mean business can clean 
up fast. Full co-operation and territorial 
protection on reorders; highest commissions. 
Write us about your operations. 

Bag: sage WINDOWS, INC. 
P. O. Box 425, Hollywood, Florida 














FOR SALE 





Wholesale and Retail, one of the largest and 
finest millwork plants in Florida. One of most 
rapid growing area in state. Modern fireproof 
building cont. 21,000 sq. ft. plus large ware- 
house. Active pending contracts over $261,000. 
1957 profit will be over $100,000 before taxes. 
First class up to date shop equipment. Will sell 
at appraised price of $500,000. Requires $200,- 
000 cash to handle. For further details write 
Lund Realty, 725 N. Atlantic, Daytona Beach, 
Florida. 





OFFICE AND WAREHOUSE SPACE 





Would like to hear from manufacturers or job- 
bers interested in desk space and/or intelligent 
sales phone service plus 1 to 3,000 sq. ft. of 
warehouse space in sprinklered warehouse build- 
ing easily accessible to downtown whse. dist., 
San Antonio, Texas. Complete service at mod- 
erate cost for near equivalent of branch opera- 
tion. S. R. Knight, 501 San Fernando, San An- 
tonio, Tex. 
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Glue-Laminated 2x4 
Lumber Now Available 


The Western Pine Assn. has an- 
nounced that one of its member 
mills, Potlatch Forests, Inc., of 
Lewiston, Idaho, is now manufac- 
turing glued-laminated 2x4 lum- 
ber. 

The new-style structural lumber 
has the same measurements as its 
long familiar older brother, ac- 
cording to Carl A. Rasmussen, 
WPA research director. Its lami- 
nated structure provides equal 
strength, he said, and assures 
straightness, dimensional stability, 
and sound nailability. Manufac- 
tured in standard lumber lengths, 
the new product was developed 
to increase utilization of raw mate- 
rials. 

WPA, which certifies its manu- 
facture, will issue grading rules 
for four grades about October 1. 
Recently specifications on the 
glue-laminated 2x4 lumber were 
distributed to FHA field offices. 


REVOLVING CREDIT 
(Continued from page 44) 


patrons, who were enthusiastic 
over the idea of setting their own 
credit limits for the purchase of 
necessary supplies.” 

Shockley said the 10-month plan 
is most popular with Queen City 
customers because the figuring of 
monthly payments is much sim- 
pler dividing by 10 than by six. 
This also extends payments over 
a longer period. 

Queen City announced the re- 
volving Bild-A-Count system with 
two half-page newspaper adver- 
tisements that invited prospective 
customers in to apply for credit. 
These were followed by a series 
of eighth-page ads pushing the 
availability of the credit plan for 
the Do-It-Yourselfer. 

Queen City continues to men- 
tion the credit service in their 
regular newspaper ads. They also 
use direct-mail advertising urging 
Springfield home-owners to make 
home improvements on easy terms. 

“After we clear customers as 
good credit risks,’ Shockley said, 
“we encourage each to use the 
limit of his revolving credit every 
month in the year. This produces 
profitable sales volume and the 
best returns on the extra effort 
this system requires.” 


HOO-HOO HISTORY 


(Continued from page 52) 


reorganized and incorporated in 
the state of Minnesota. The cor- 
porate officers constitute the board 
of councillors. 

The Hoo-Hoo Code of Ethics 
contains the nine aims and objec- 
tives dedicated to encouraging 
friendly relations, confidence, and 
cooperation among lumbermen, 
and to foster all activities that 
benefit the lumber industry and 
humanity. 

To apply the Golden Rule in 
our life and business activities is 
the ideal to which Hoo-Hoo has 
subscribed since its founding in 
1892. 

The second principle in the 
Hoo-Hoo Code of Ethics reads: To 
promote human advancement and 
higher standards of civic, social, 
and economic relations by devel- 
oping in business the spirit of 
the GOLDEN RULE, which we 
accept as the basic principle of 
peace and prosperity for the world. 

Although regarded as primarily 
a “play organization” in the early 
years, the Hoo-Hoo fraternity soon 
developed strength and received 
early recognition as a_ positive 
force in the industry. 

Today it is active, primarily co- 
operating with all industry asso- 
ciation programs in the field of 
education and wood promotion. 
Hoo-Hoo’s program has been to 
cooperate, coordinate, and comple- 
ment the efforts of all industry 














\" NCO PALLET TRUCKS 


TRADE MARK 


= er 


10 BAGS OF CEMENT 

8 BAGS OF PLASTER 

13 BAGS OF MASONRY 
CEMENT. ETC. 


WRITE FOR LITERATURE 
TOOAYS 


4 Sa hid 
ay, 
PADUCAH, KENTUCKY 
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associations rather than to initiate 


or compete with industry pro- 
grams. 
Hoo-Hoo has been referred to 


as a “landing field” for the efforts 
and promotional programs of the 
industry, best equipped to dissemi- 
nate, to advantage, this useful, 
vital information. There is no 
suggestion of commercial selfish- 
ness in the name or activities of 
Hoo-Hoo and this fact has made it 
possible for Hoo-Hoo to get a pub- 
lic audience where other organ- 
izations could not. 

Hoo-Hoo appropriately may be 
called the “Public Relations De- 
partment of the Lumber Industry.” 

To every man initiated is assign- 
ed a number, which is the man’s 
Hoo-Hoo name. At the present time 
the total so assigned is 67,450. 
Many members with numbers pre- 
ceding 30,000 are still active in 
Hoo-Hoo. 

Whereas Hoo-Hoo has had a 
continuous existence since 1892, 
its history and progress reflects 
the economic changes experienced 
by the industry. Today Hoo-Hoo 
has about 14,000 active members, 
and better than 120 active local 
clubs in important cities in the 


and the 
there are 
various 


United States, Canada, 
Philippines. In addition, 
individual members in 
foreign countries. 

The national officers, as well a 
regional and local club officers 
are all leaders in their respective 
fields of the industry. A recent 
breakdown of Hoo-Hoo member- 


ship indicated that about 50 per 


cent of the members are retailers, 
20 per cent are wholesalers, and 
30 per cent are manufacturers. The 
membership also includes repre- 
sentatives of trade associations, the 
trade press, foresters, and educa- 
tors in forestry. 

Hoo-Hoo clubs meet regularly 
Meetings offer balanced programs, 
social and business, play and work. 
Industry problems and _ national, 
local, and civic matters receive 
attention. Philanthropic work in 
the clubs, too, is receiving public 
acclaim. 

Looking into the future, Hoo- 
Hoo International has adopted 
10-year project — its “Youth Pro- 


gram.” 
Recognizing that the growth, 
development, and increasing in- 


fluence of Hoo-Hoo demand a mas- 
ter program, the Supreme Nine 









TIMBER RING 


U CROSS BRIDGING 


YOU CAN 


DEPEND OW 
OLE VELAND 
BUILDING | 
SPECIALTIES _ 


ROOF 
VENTILATOR 





=) 
PEAK VENTILATOR 


FRAMING ANCHOR 


MORE THAN 40 TOP-QUALITY BUILDING PRODUCTS 


CLEVELAND STEEL SPECIALTY CO., INC. 


ESTABLISHED 1924 





3761 EAST 91st STREET © CLEVELAND 5, OHIO 
WRITE FOR CATALOG — or see it in SWEET'S | 
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at its 1957 annual meeting adopted 
a resolution. It reads: “The Inter- 
national project of Hoo-Hoo will 
be a Youth Program directed to- 
ward the utilization of lumber and 
forest products, building youth and 
promoting citizenship, this pro- 
gram to be implemented on a 
local basis by individual clubs.” 

The program is dedicated to 
educating youth in the use and 
utilization of lumber and wood 
products, and in the final analysis 
building morale to make better 
men and upstanding citizens. It 
includes establishing workshops 
sponsored by the Hoo-Hoo clubs, 
and provides for actual participa- 
tion by the membership. 

With this basic youth program 
as a long-term project, studies of 
career opportunities in the indus- 
try and of education within and 
without the industry become part 
of the constructive program. 

Built on enduring principles, and 
guided by a dedicated leadership, 
Hoo-Hoo looks forward to the 
fruition of the ideas and ideals of 
the founders and the realization 
of its adopted slogan: 

“THROUGH HOO-HOO — A 
UNITED LUMBER INDUSTRY.” 





Relaxation of Government 
Regulations will make 
some Quick Sales... 


Our Production and Inventories 
are normal assuring you of 


Rapid Service on Mixed Cars 


SUGAR PINE - PONDEROSA PINE 
DOUGLAS FIR + WHITE FIR and 
INCENSE CEDAR PRODUCTS. 
Moulding + Glued Panels + Millwork 
available in mixed cars. 
All products shipped are precision 
made, carefully graded by experts 
for customers satisfaction. 


The Ralph L. 


> SMITH 


Lumber Company 


Mills at Anderson, Red Biuff, Castella, 
Wildwood, and Mt. Shasta, California 


Sales and General Office at Anderson, California 
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\ 
on \ 


in Proper I Home Ventilation 
Lo Man Co stRits 700 


\ 





a Made of attractive rustproof, heavy gauge 
new aluminum with tab-fold seams for added 
strength and rigidity. 
construction Improved design leaves three sides open for 
maximum ventilation—guard wall around 
tested base opening affords far greater weather 
protection than competitive models tested 
desi n under exposure to extreme winds and rains. 
g Built-in aluminum 8x8 mesh screens keep 
with insects out . . . prevent clogging from leaves 
and bird nesting . . tend to break up snow 
these and rain . . . meet FHA requirements. 
sora mounting flange makes installation 
aster and easier. 
features Fits any type of roof . . . Gable, Hipped, 
Pitched or Flat—can be used equally well 
for venting attics, or with exhaust fans. 













Cutaway illustrates construction de- 
tail . . . shows base opening with —<— 
guard wall for weather pro- SS 


tection. 






Get all the facts about these 
new, attractive, durable, low 
cost Lo Man Co Roor Louvers. 
Ask your jobber or dealer, or write 
Louver Manufacturing Co. for com- 
plete information. 











SPECIFICATIONS 
Model No. Overall Size Including Flanges ee sate 
730 12%” x 17%” x 4” 30 
750 15%" n: 21%" x 8” 50 
770 17a” x 23%” x 6” 70 

















WORLD’S LARGEST EXCLUSIVE LOUVER MANUFACTURER 


MANUFACTURING 
& SUPPLY COMPANY 


LOUVER 


3603-SB Wooddale Avenue e Minneapolis, Minn. 
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TRINIT WHITE seek 
y As white Sey i as snow 
a true portland cement BAN Ris 
meeting all Federal and ASTM specifications. Sell it for iillliaia diane mi th; lf t 
architectural concrete units, terrazzo, stucco, high light re- non 9 SEM iy 


flective purposes. This whitest white gives purest colors when used with pigments. ° 
A Product of GENERAL PORTLAND CEMENT CO. «+ Chicago + Dallas * Chattanooga *« Tampa * Los Angeles 
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The new Ideal ‘‘A”’ 


Series Knob Latch is 
quality designed S me RB a2 S 
for aluminum and 


other combination 
storm and screen 
doors. It hasa | 
floating, heat treated | oe 
hexagon spindle ; Suits 
supported on either | 
end by a Bronze e 4 
Oilite bearing. | Building 
Installation is by 


two thru-bolts that N ° 
absorb pulling strain. Suppliers eee 
















Drill only three 
14” holes. Key 
locking can be made ere: bes i 
before or after the SAYS W. H. RHODES, assistant manager and 
latch is installed. | ates ae re eee lactrical « ies 
oe Gulch coats | buyer of plumbing, he ating, and elec tric al ‘supplie s 
are separately baked | for the Gray Lumber Co., Beckley, W. Va. 
on over Parkerized 
— heavy Zamac die | 
Com pa a 8 _castings...a base | I check the New Products section of every issue 
ioding Kateri mame en of SOUTHERN BUILDING SUPPLIES. Some- 
en ene Epoxy enamel finish. times I order new items I find on these pages di- 





rectly from our suppliers. But I often use the handy 





Available through leading whole- S-B-S business reply card to send for more informa- 


nee agsnresd Dae neliding suapiy, 2. Y Y tion. Everyone here at the Gray Lumber Co. likes 
SOUTHERN BUILDING SUPPLIES very h. 
IDEAL BRASS WORKS, INC. sister 


250 E. 5th Street + St. Paul 1, Minn. 


102 For more details on above items, use Coupon on Page 66 SOUTHERN BUILDING SUPPLIES for SEPTEMBER, 1957 














Aluminum Awning 
Windows by 


The aristocrat of aluminum awning windows is made to sell and 
priced to sell. It’s beautiful, lifetime-dependable, easy to install, 
completely weatherstripped with lifetime vinyl. The Southern Sash 
deal assures you good profits... and delivery is fast, from a ware- 
house near you. Order today. 





World’s Largest Manufacturer of Aluminum Windows 


Tost haol-) meme tk jel 


SALES & SUPPLY CO., INC. SHEFFIELD, ALA. 


WAREHOUSES AND SALES OFFICES 
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MONTGOMERY, INC. HUNTSVILLE, INC. NEW JERSEY, INC FLORIDA, IN‘ CALIFORNIA, INC. OHIO, INC. 
$06 N. Court Sr. 109 S. Greene Sx. 622 Pearl St. 1035 E. 26th 14923 Oxnard St. 1205 Liberty Ave., S.E. 
Montgomery, Ala. Huntsville, Ala. Elizabeth, N. J. Hialeah, Fla Van Nuys, Calif. Canton, O. 











Bradley’s Straight-line 
Oak Flooring is the 
craftsman’s choice. Specially 
designed saws produce 
straight strips for the 
flooring machines. This 
Bradley exclusive assures 
your customers of a straight 
“mirror smooth” oak floor 
every time. Bradley Oak 
Flooring is available finished 
or unfinished. This is but one 
of the many fine products made 
by Bradley. See your Bradley 
representative for all your 
lumber needs. 
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